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Unretouched photograph of U.S 
Rubber Boots purchased in 1869, 
worn for over 60 years. 





One hun 
this year, in a little § 
town, Charles Go 
daughter made the first vulca 
rubber shoe and the compa 
was formed that is known today as 


the United States Rubber Company. R 


That first vulcanization process rials, 
started a century of service tothe value. F 
American public—the maintenance of “U.S.” lab 
health with rubber footwear protection. meaning will 


so eet 
v eis > 


THE UNITED STATES RUBBER CO 


Makers of Keds’, Kedettes", Gaytees', and U.S. Royal’ Heavy Duty Footw 


U. S. Pat. Of. 











Tandrite ; 





THE STAUNCH ALLY OF SMART STYLING 


Sophisticated debs and chic young 
matrons have embraced Quality as an 
indispensable ally of fashion...a 
“ss dictum emphasized by the march of 
. present-day events, but so sound that it 
» | will long endure. 





Youthful shoes in Tandrite Calf possess 
remarkable stamina...their glorious 
fashion and lustrous finish survive long 


and active wear. \ 


TANDRITE CALF...in Quality... 
Color.. .Finish...Sturdiness...Flexibility 
...is working for you today, laying a firm 
foundation for greater business tomorrow. 












By 
The Gilbert Shoe Co. 
Thiensville, Wis. 
an Army Russet Loop Tie, 14/8 
Heel, Hubschman’s Calf, color 








e. hubschman & sons, ine.. philadelphia, pa. fu 
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HELP UNCLE SAM! 


HAD A 


OAH WEBSTER, lexicographer par excellence, 

had a good word for everything. He even 

had a good word for the reason active women 

everywhere have a good word for Vitality shoes. 
He called it reliability! 


Now, we call Vitality’s reliability a good buy- 
word. For today more and more women depend 
upon the Vitality trade-mark as their guide for 
buying shoes. They recognize it as a symbol in 
which to have supreme confidence. They have 
given it their stamp of approval! 

Yes, reliability is the foundation upon which 
the name Vitality has been built. For consistent 
national advertising—as distinctive as it is con- 
vincing—has prompted women to look upon the 


Made ty eSmericas Largest Shoemakers 





GOOD WORD FOR IT 


Vitality trade-mark as assurance of footwear that 
embodies the comfort, style, and good, sound 
value which they demand. 


Surely, this unchallenged reliability is one of 
every Vitality dealer’s most important safeguards 
for the future. 


VITALITY OPEN ROAD SHOES 
for Outdoor and 
Campus Wear 
$5.50 and $6.00 


VITAPOISE 
Feature Shoes for Children 
Priced according to size 
$3.50 and up 


WOMEN'S 
AAAAA to EEE 
Sizes 2 to 11 
$6.95 
CHILDREN'S 
Complete widths and sizes 


Priced according to size 
$2.50 to $5.50 


VITALITY SHOE COMPANY 
Division of International Shoe Company, St. Louis, Mo. 





BUY UNITED STATES WAR BONDS AND STAMPS 
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Printed in U. 8. A. 


Entered as second class matter November 23, 


1932, at the Post Office in 
(Canadian rate $3.00 plus $0.50 for Canadian War Exchange tax—-making total of $3.50). 
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Due to constant research and experimen- __ the reswilts in an eyen finer quality of Rajah 







tation, the rubber industry, today, can en- Rubber Soles. 


vision a great new source of material supply or the present, our imperative duty ... 


for the years to come. ur major task . . . is the immediate needs 

We are fortunate in being active in the / of our oy Forces. In the meantime, we 
revolutionary work being done in the ada will continue to. service our customers 
tation of rubber synthetics. You may civilian ted for Rajah Rubber Soles 





sure that as the use of these new materials up to the limit of our ability, from existing 
is perfected and sufficient supplies Sf them _— stocks’ of materials as they are made avail 
released by the Government, you will see able/by the Government. ... 


ajah nupser sous “3 


REG.B U.S. PAT. OFF. 
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YOUR CUSTOMERS DO A LOT OF THINKING 
ABOUT YOU AROUND SIX P.M. 





4 o'clock shadows are not con- 
fined to a man's face. Wo- 
men are doing so much more 
physical work that late after- 
noon finds even comparative 
youngsters unashamedly ad- 
mitting their feet hurt. 





Shadows of fatigue deepen 
on long journeys home in 
crowded transportation. By 
6 o'clock so many women are 
reminded of their shoes by 
foot aches, they want to 
change immediately they 
reach home. 
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Rajah “hee 

js Some exclaim about the shoes they LEVOR’S SUNITA FLEXY is the leather which 
eed; wear and the store where the foot- gives women greater comfort and helps them 
>, we wear was bought. walk extra miles without fatigue. SUNITA is 
ners a the leather for your shoes, because you do want 
Soles They tell their friends of their satis- women praising your store and the brand you 
sting faction with a certain brand of shoe, carry. Comfort satisfaction is the surest way of 
wall and with the fine, soft leather which building customer loyalty. 


provides day-long comfort. 








Pan 4 460G. LEVOR & CO., INC. 


Tanners 67 Years 


Gloversville New York 








CELASTIC 
Preserves the Classic 
Beauty of Closed-Toe 
Styles that Conform 
to Regulations 





Uitity is the key word in war time civilian life. 
CELASTIC is a utility — part of shoemaking efficiency as 
well as toe shape-maker — playing a part during the entire 
life of the shoe. 

CELASTIC is also a controlling element in preserving the 
wear-life of useful shoes ... a toe that holds its own through 
every exacting use. 

CELASTIC box toe methods make possible a union of 
materials under the toe tip, that gives greater strength and 
durability to closed-toe shoes. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Cambridge Rubber 


Company’s Share In 
the African Victory 


Allied’s Most Outstanding 


Success Brings New Citation 











RUBBER COMPANY ss nassacruserrs 





FOR EXCELLENCE... FoR sERWICE / 


Retailers looking to Fall may specify Surpass leathers with the same confidence in the 
excellence of their quality that has helped to make many successful seasons in the past. 
And, manufacturers with production schedules to meet will welcome this opportunity to 
satisfy customers, because Surpass uniformity makes for such economical cutting, whether 
it be Black Kid, Suedes or Lining Leathers. Particularly gratifying too, is the fact that 
Surpass deliveries will be as prompt and certain as the unusual wartime conditions will 
allow. Thus, manufacturer and retailer alike start a new season with Surpass excellence 


still their buy-word. 


* * * 














BLACK GLAZED K/0 


GENUINE CAPRE* 
BLACK 
TOWN BROWN #1032 
ARMY RUSSET #1088 
SUEDES - 1D t/MINGS 
COLORED GLAZED 
* REG. U.S. PAT. OFF. 


























SURPASS LEATHER COMPANY 


GTN & WESTMORELAND STREETS PHILADELPHIA, PENNA. 


Boot and Shoe Recorder 

















oe? 


~~ 
~ 


‘#4 ps 


™ NATURAL BRIDGE 





SHOEMAKERS 


i 











6 a ORS Al AOE 





Burger-Phillips Co. 
The Bootery 
Jno. J. Damrich Co., Inc. 


ARIZONA 
dame scetese Goldwaters Mercantile Co. 
Steinfeld’s, Inc. 


El Dorado House, Inc. 

Boston Store Dry Goods Co. 
-+...-Ike Kempner & Bros. Inc. 
Ike Kempner & Bros. Inc. 


* CALIFORNIA 
Bakersfield Judd’s 
Fres: vee Rodder Shoe Co. 


Los 

LES swede 6 sates an.e I. Magnin & Co. 
Oakland Frank Werner Company 
Sacramento Bon Marche 
San Bernardino Rowe’s Shoe Store 
vacancies c0usiet I. Magnin & Co. 
San Francisco Frank Werner Company 

Bloom’s 
The Wonder Store 





* COLORADO 
Colorado Springs Cox Bros. Shoe Co. 
Fontius Shoe Company 


Breetwor’s 
* CONNECTICUT 
D. M. Read Company 


eport . 
NES as dos otqanhywhnuies I. Miller Salon 
i TR. » oa « «henniwabiien I. Miller Salon 
Martin Markoff’s 
L. Spelke & Son 
Bufferd’s Shoe Store 
Worth’s 


: Waterbury 


_%* DISTRICT OF COLUMBIA 
ee eee I. Miller & Sons, Inc. 


Yb / 


* FLORIDA 
Jacksonville Cohen Rrothers 
Miami Miami Beach Bootery 
Dickson-Ives Company 
The Meyer Shoe Company 
Rutland Brothers 

Miller’s Bootery 
Weil-Maas 


St. Petersburg 
Tallahassee 
' Tampa 


Davison-Paxson Company 
Saxon-Cullum Shoe Company 


a 

Bosto Company 
nd Brothers 
Worcester Richard Healy Co. 


%* MICHIGAN 

es wanes I. Miller Salon—Fisher Bldg. 
Detroit Russeks 
Grand Rapids 

Kalamazoo 


* MINNESOTA 
Duluth Oreck’s Inc. 


The Dayton Company 


* MISSISSIPPI 
Greenville Johl & Bergman Company 
W. T. Fountain, Inc. 


Jackson ... Emporium 


* MISSOURI 
Kansas City 
St. Louis 

St. Louis . 


Woolf Bros. Inc. 
Lockhart’s, Inc. 
Stix, Baer & Fuller Co. 


Hart-Albin Co., Inc. 
Joseph Weinberg’s 

* NEBRASKA 
Lincoln Hovland-Swanson Co. 
CED tn.cocccnetbassea J. L. Brandeis & Sons 


* NEW JERSEY 
Newark 


* NEW MEXICO 
Albuquerque 
Santa 


Paris Shoe Store 
... Guarantee Shoe Company 


* NEW YORK 
Albany 
Binghamton 


David's Inc. 

Parlor City Shoe Co. 
Abraham & Strauss 
L. L. Berger's 
...The Gorton Co’y 
othschild Brothers 
Jamestown Wade Brothers 
New Rochelle Ware’s Dept. Store 
St nds swdednesteesnnndl I. Miller Salons 
Poughkeepsie Up-to-Date Company 
RRs I, Miller Stores, Inc. 
Saratoga Springs...... J. J. Collins Boot Shop 
Syracuse The Addis Co., Inc. 


*% NORTH CAROLINA 

Al Goodman 
Baldwin Stores Co. 
Capitol Dept. Store 





Miller-Taylor Company 
Joseph N. Neel 


* IDAHO 
Bo: The Mode, Ltd. 


* ILLINOIS 
Chicago. . Carson, Pirie & Scott Co. 
Chicago Se cubus sean tenmeukiees I. Miller Salon 


Powell's 

.+-Taylor’s Furnishing Co. 
Oestreicher’s 

Sosnik & Sosnik 


* OHIO 
A. Polsky Company 
W. E. Newbold Bootery, Inc. 
The Lindner Co. 


Cincinnati 
Cleveland 
Piste 








Peoria ; ..Block & Kuhl Company 
Springfield Myers Brothers 


* INDIANA 
Evansville... . 
Fort Wayne 
Indianapolis 
Terre Haute... . 
* IOWA 
‘Towa City .. 
Sioux City .. 
* KANSAS 
Hutchinson 
ka 


Ben Becker Shoe Store 
Wolf & Dessauer 

H. P. Wasson & Company 
Ben Becker Shoe Store 


Domby Boot Shop 
Davidson Brothers 


....0O. R. Welch Company 
Palace Clothing Co. 
George Innes Company 


Wolf-Wile Company 
Byck Bros. Co. 


The Muller Company 
The Palace 

Imperial Shoe Store, Inc. 
Goldring’s 


* MAINE 
i enedeuceces sa 


* MARYLAND 
| EE I. Miller & Sons, Inc. 
SS ee ..Peskin’s Shoe Store 


.....Famous Brands 


F. & R. Lazarus & Co. 

The Elder & Johnston Co. 
.....Crawford Shoe Company 
LaSalle & Koch Company 
Lustig’s, Ine. 

McHenry’s 


Dayton 
666086000 


Youngstown 
Zanesville 


* OKLAHOMA 


Oklahoma City Rothschild’s B & M Store 


Lazarus Bros. Inc. 


* OREGON 
Portland 


* PENNSYLVANIA 


Philadelphia sai dale aia i I. Miller & Sons, Inc. 
Pittsburgh Kaufmann’s 
Reading .. Farr Bros. Co. 
Scranton Cleland-Simpson Company 
Wilkes-Barre . Fowler-Dick & Walker 
Williamsport .... Brozman’s 


% RHODE ISLAND 
Providence ...The Outlet Company 


% SOUTH CAROLINA 
Kerrison’'s 


Saxon-Cullum Shoe Co. 
Meyers-Arnold Company 


* TENNESSEE 

Bristol... . ouse, Inc. 

Chattanooga er Bros. Co. 

Knoxville Anderson, Dulin & Varnell Co. 
John Gerber Company 


Nashville Loveman, Berger & Teitlebaum 


* TEXAS 
Minter Dry Goods Co. 
Oey OR White & Kirk 
i French Boot Shop 
The White House 


Cardinal Bootery 


Corpus Christi 
Neiman-Marcus 


Dallas 
El Paso. . 
S Levy y 
Simmonds Booterie 
Levy Bros. Dry Goods Company 


San Antonio 
Texarkana 


L. R. Samuels 
: . .Makoff's 


* VIRGINIA 


Newport News. . Nachman’'s Dept. Store 


... Smith & Welton Company 
void noe 8s egninen eal I. Miller Salon 
. Propst-Childress Shoe Co. 


Norfolk 
Richmond 


% WASHINGTON 

DARED, « ogc stb odbeapeovsapeas I. Miller Salon 
Arthur Schulein, Inc. 

Pessemier’s Bootery 

*% WEST VIRGINIA 

Bluefield Bluefield Shoe Co. 

Charleston. May Shoe Company 

Huntington................Foard & Harwood 

Wheeling. Geo. R. Taylor Company 

* WISCONSIN 

Milwaukee... . 

* ALASKA 

Anchorage. . . . ..... Smiley's Bootery 

Fairbanks . ..Northern Commercial Co. 


* CUBA 
Havana, Solis Entrialgo Y Cia (El Encanto) 
* HAWAII 
Honolulu 


* PUERTO RICO 


T. A. Chapman Company 


.M. McInerny, Ltd. 


Lema & Co., Inc. 


* SOUTH AMERICA 
Santiago, Chile 
Medellin, Columbia 


Flano & Cia. Ltd. 
Rafael Piedrahita 


We look forward to the time 
when we may again service these 
foreign accounts: 

* AUSTRALIA 
Melbourne 
Sydney 


* CANADA 


The Myers Emporium Ltd. 
David Jones & Co. Ltd. 


...T. Eaton Co. Ltd. 
.T. Eaton Co. Ltd. 


Toronto. ., 
.T. Eaton Co. Ltd. 


Winnipeg 


* ENGLAND 
Liverpool. . .. , Bon Marche 
nm Lilley & Skinner 
London, §. W. I................Harrods Ltd. 
London, W. I Fortnum & Mason > 
Newcastle-on-Tyne ......Fenwick’s Ltd. 
Brighton-Sussex ...Dutton & Thorowgood Ltd. 


* HOLLAND 

Amsterdam..... Cie. 
* NEW ZEALAND 
Auckland. Milne & Choyce Ltd. 


" Sorosis-Walkover Ltd. 


* PHILIPPINE ISLANDS 
i ......Hamilton-Brown Co. 


* SOUTH AFRICA 
Johannesburg... The Kiwi Novelty Co. Ltd. 


* SWEDEN 


Stockholm .. Nordiska Kompaniet 
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} “SMARTEST SHOES ON THE SQUARE 





Essential to all men, young and old, is a pair of shoes 
suitable to go to work in, to go places and do things. 
JOHNSONIAN Shoes have an all-dress utility that makes 


them indispensable to the American path of war-time life. 


What you get in every pair of JOHNSONIANS PER- 
FORMANCE VALUES: 


P.V. A concentrated line, trimmed to 


-KERP THE LIGHT OF 


| 


P.V. America's great Square Deal or- 


P.V. 


P. Vv. 


P.Y. 


JOHNSONIAN DIVISIO 


essentials. 


Smartest Shoes on the Square— 
continuing classic styles for 
men. 


Best selections of available 
leathers and materials. 


JOHNSONIANS are scientifical- 
ly assembled to appeal to the 
greater number of American 
men in all walks of life . . . the 
most for their shoe dollar. 


P. Vv. 


ganization, with its great, busy 
manufacturing and marketing 
facilities—built JOHNSONIANS 
with faithful regard to the 
economy of production. 


Every pair bears the name 
JOHNSONIAN and is tied up in 
national cooperative advertis- 
ing through window and trade 
name publicity . . . a teamwork 
by thousands of merchants—to 
make the name famous. 








FREEDONEBURNING 


Buy War Bonds 








ENDICOTT-JOHNSON 


NEW YORK CITY © ENDICOTT, N.Y. © ST. LOUIS, MO. 
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Shoe buyers. 


“100K TWICE” 5 


these days! f/ 


Y 






















ITH shoes rationed, retailers process. They are the best obtain- 

find that their customers able today—for they reflect 
are paying more attention than _Goodyear’s “know how” in adapt- 
ever to “details.” ing proved methods to meet present 


changed conditions. 


, 


So they’re extra pleased, these 


days, to find shoes equipped with 





Thus—in war as in peacetime — 
Goodyear rubber heels. fc nae 

5 “the greatest name in rubber” is 
These heels are made of rubber serving the shoe manufacturer, 


regenerated hy Goodyear’s own the retailer and the public. 


oo 





FOR WAR WORKERS 


Goodyear is now making static conductive 
rubber heels for men’s and women’s shoes. 
They are used by employes in munitions plants 
and other war industries to eliminate the danger 
of explosions caused by electric static sparks. 
















Wingfoot—T.M. The Goodyear 
Tire & Rubber Company 
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é 
‘AN SERVICE EQUIPMENT 
on. 


FOR SHOEMAKERS The right lubricants, the means for pro- 
perly applying them and wiping cloths for 
keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 
CLEAN MACHINES AND OOS tenance may vary, but the adequate equip- 
LUBRICANTS WILL RESULT IN: des 4g — ee 

ping of an individual concerned with 
©@ Reduced weer and bronhage machine care, whether he be operator or 
@ More continuous production ’ i : 4 

full time maintenance man, is as essential 


@ Reduced power consumption ’ 
@ Smooth running machines today as bullets or field rations are to a 


@ More and better work soldier. 


OIL IS AMMUNITION — USE IT WISELY — BUT USE IT! 


| BAC TAKE GOOD CARE OF WHAT YOU HAVE 


Lubricants properly used 
will help prolong the life of 
shoe machinery. In these 
critical times, conservation 
is vital. Make oil your 
Ammunition. 
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“Wonderful Help to Us” 


From Calif. "Your general form letter 
received. I surely do appreciate 
this letter and don’t think we 
don’t appreciate the service and 
the deliveries you have made us as 
it surely has been a wonderful help 
to us, but still with all this we 
are short of your shoes as the 
sizes are all shot." 


“Proud to be a Customer” 


From N.C. "We are proud to be a cus- 
tomer of a good firm like yours; 
you have always been square shoot- 
ers and as records will show we 
have known you for years and years. 

We are short-handed, lost every 
man to the War, working girls and 
high school boys part time. But we 
are not complaining; we are selling 
shoes and trying to play the game 
fair and working and not worrying 
too much." 


“Tops in Customer Treatment” 


From Calif. "As a customer of Keith 
for over thirty-five years, we wish 
to take this opportunity to assure 
you of our appreciation for the 
manner in which you: have treated us 
over the years,-good times and bad; 
war times, or 'business as usual’. 
We consider your organiza- 
tion 'tops' in customer treatment; 
and we know that no other account 
is getting prior favoritism over 
others. Naturally we want shoes,- 
as does everyone else! But we are 
willing to take our turn,-even to 
mutual loss of business, if such 
action will help the War Effort." 


“Paying Dividends for Us Now” 


From Okla. "I want you to know that 
I certainly do appreciate your han- 
dling of orders for Women's shoes. 
I depended on you and you certainly 
did not fail to come through. 
Mutual friendship between Geo. E. 
Keith and ourselves of many years 
duration is certainly paying 
dividends to us now." 


We’re proud of letters like these... grateful to the loyal friends who wrote them 


WALK-OVER 
SHOES 


Geo. E. Keith Company, Brockton, Mass. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


vw" 


S.. S43 TOM: UPPER LEATHER FINISHES 
HEEL, AND BOTTOM FINISHES.- 
Megs | EM tL COMPANY 
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The Honorable William O. Douglas, Associate Justice of the Supreme Court and 
the Honorable Daniel W. Bell, Under Secretary of the Treasury, congratulate 
Norman Rockwell for bis inspired painting of Freedom of Speech. 


Mrs. Henry A. Wallace and Mrs. Harlan F. Stone, two of the twenty patrowesses 
for the Washington Premiere, view the exhibition of Post illustrations to be 
awarded to War Bond purchasers. 








Viashington Throgs Inspired at World Premiere of 


FOUR FREEDOMS 


WAR BOND SHOW 


New York Openinc, Frivay, June 4% 


Watch for Announcement 


of Arrival in Your City 


PENING June 4th in Rocke- 
O feller Center, the thrilling 
U.S. Treasury Department-Saturday 
Evening Post War Bond Show con- 
tinues its tour of the nation’s cities. 


World premiered in the nation’s 
capital, Norman Rockwell's origi- 
nals of the Four Freedoms attracted 
thousands who saw, for the first 
time, these pictorial representations 
of the meaning in the President's 
historic words. 


| Crowds thronged the picture 
‘filled aisles of the Hecht Depart- 
ment Store to witness the first public 
‘showing of famous Saturday Eve- 
ning Postillustrationsand cartoons. 


War Savings Bond and Stamp 
purchases exceeded all previous 
records at The Hecht Co —whose 
Vice-President and General Mana- 
ger, Charles B. Dulcan, Sr , received 
a citation by the U S. Treasury 
Department for the store’s previous 
record in the sale of War Bonds 
and Stamps. Crowds came to sign 
the President’s Freedom Scroll—to 


see the exclusive display of minia- 
ture uniforms of World Wars I and 
Il—to take advantage of the oppor- 
tunity to secure an original Saturday 
Evening Post illustration, cartoon 
or author's manuscript. 


New Yorkers and visitors to New 
York are urged to attend the Four 
Freedoms War Bond Show in the 
magnificently modern International 
Building at Rockefeller Center, 
Friday, June 4th, through Sunday, 
June 13th. It will be held under the 
auspices of The Fifth Avenue Associ- 
ation, Inc Stars of stage, screen and 
radio will be there to entertain you 


Watch for the arrival of Norman 
Rockwell's original Four Freedoms 
paintings in your city 

Now On The Four Freedoms 

War Bond Show Schedule 
Rockefeller Center, New York City—June 4-13 
Wm. Filene's Sons Co., Boston—June 19-26 
The William Hengerer Co., Buffalo—July 14-21 


Sidley, Lindsey & Curr Co., Rochester—Aug. 2-7 
4. L. Hudson Co., Detreit—Sept. 27 te Oct. 9 


rae) 
The Bond Counter at The Hecht Company, Washington, manned by the 
War Savings Staff working to capacity as soldiers, sailors and people in all 
walks of life invest their dollars to belp preserve the Four Freedoms. 


U.S. Treasury Department and The Saturday Evening Post 


FOUR FREEDOMS WAR BOND SHOW 


June |, 1943 
































missing box toe heater 


Neither Scotland Yard nor the Crime Club can solve it. Frankly, we’re 


foot * 


solution. 


Ce Yet our records list it on loan 
and in use. Not to be found in lasting 
room, stock room, or cellar — gone into 
thin air! Last seen two months ago, wear- 
ing a copper overcoat, in the company of 
Old Man Hindsight, as vicious a villian 
as ever trod the boards in an Op’ry 
House meller-drammer. 

Seriously, its loss is important. Not one, but 
hundreds of irreplaceable box toe heaters made 
from critical copper, stainless steel, brass, and 
cast iron have been lost by careless handling — 
usually through putting off their return until 
tomorrow as today seems short of minutes. We 
cannot make new box toe equipment for the 
duration. Our 1943 complement is being served 
to Messrs. Hirohito & Co. as part of an indigesti- 
ble metal diet, and though our stocks are com- 
plete, we no longer have an abundant supply of 
heaters to cover needless shortages. 


baffled. Read the evidence. If possible, find the motive and work out the 


Box toe heaters are as important to 
you as they are to us. Don’t lose them. 


Don’t store them. When replaced for any 
reason, return them at once. Take care of 
them by following a few simple rules and 
add months to their span of efficient 
usefulness. 
DON’TS for box toe heaters. (Please. pass on 
to lasting room foreman.) 
Don’t operate electric heaters at voltages in excess of 
the unit resistance marked on each heater. 
Don’t operate heaters without water in boilers. 
Don’t carry water supply cans by the spout — use 
handle. 
Don’t fail to clean gas burners every six months. 
Don’t order units, water cans, and other supplies in ex- 
cess of the amount actually needed. 
Don’t retain heaters not needed on the line. 
Don’t stock them “for the time being.” Send them back. 


BECKWITH MANUFACTURING CO., DOVER, N. H. 


Decuwits 
BOX TOES 


VICTORY 


PLASTICS 
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(FT — OF VIRGINIA, ONE OF AMERICA’S FIRST GENTLEMEN 


Shoes. 
Lyi lt @ Salli 


eet Mo, Just as the founding fathers built for the future, Americans of today, look with 

{ . * faith to the better days that Victory will bring. Bright in the shoe world of tomor- 

row will be the name, American Gentleman. To the thousands of merchants ttue ( froe 

selling them today will be added thousands more, just as soon as Victory permits. FOR MEN 

We are looking forward to that better day now, planning increased facilities RETAILING AT 

to make more and finer American Gentleman Shoes for you to sell. 530 : 
TO . 





a 
Ps 


Meanwhile, our National Advertising will be at work keeping this name before } 
onne . - 
millions of men who will wear them. 


. 


MENS DIVISION «¢ Craddock-Terry Shoe Corporation 
LYNCHBURG, VIRGINIA 


rs 


Amanican Gentleman Shoea . . . MADE THE MODERN AMERICAN WAY 








THE OPEN DOOR TO AND 
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THE 

ARCH TYPE SHOR 
AT HER 
FAVORITE PRICK 


Dy 


“C2 
e.. 


BEAUTIFULLY styled and built by craftsmen, speciali 

in the manutacture of smart arch type footwear, Mira 
Arch Shoes give you steady selling, smart designs that make 
repeat sales and blanket 75% of the needs of your customers. 
The line embraces light, airy models and snappy streamlined 
effects, as well as the conservative types. 


Our manufacturing facilities have been curtailed for civilian 
needs, due to our war effort; but, we will deliver to our cus- 
tomers their Fall orders as promptly as possible. When 
Victory brings us ample material and hundreds of our skilled 
employees return from the Armed Forces, we hope to be 
able to supply the needs of those merchants who have been 
waiting for Miracle Arch Shoes and who have shown such a 
keen interest in them. 


Our National Advertising for Fall will keep the shoe-buying 
public perfectly familiar with Miracle Arch Shoes. 
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THERE WILL BE A SLIGHT 
INTERMISSION WHILE WE TAKE TIME OUT TO 


BUY WAR BONDS 


ACT#2 WILL BEGIN WHEN THE WORLD 
HAS AGAIN BEEN MADE SAFE... 


FOR DEMOCRACY 


(WN THE MEANTIME, WE ARE DOING OUR BEST TO TAKE CARE OF DELIVERIES 


re FOR ACT #7 PATRONS 
Me Thuarehe gon, 
eC ~«CRPLI- MODE SHOE COMPANY evererr, mass. 
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FOUR STAR 








FLEXIBLE ... INSULATED... 


With a velvety surface that Heat and cold resisting — will 

cushions the shocks. Pliant and not draw the feet. 

springy as the foot itself. 
Leading shoe manufacturers have always given preference to the 
product of Avon Sole Company. Through experience they have learned 
to rely on the ingenuity of Avon laboratories and the manufacturing 
know-how of Avon craftsmen. It's true more than ever today. Our new 
FOUR STAR SOLES, developed in our own research department, are 
being featured in the national advertising of a number of foremost 
shoe manufacturers. Timely soles for today’s shoes — they outwear 
leather or any other material. They’‘re fibrous and felt-like — just the 


soles for an active sure-footed America today. 


AVON SOLE COMPANY * AVON * MASS. 
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WATERPROOF ... LONGER-WEARING.. 


They keep the feet dry and pro- Serviceable and comfortable 
tect health in all seasons. for walking and working. 
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SG WOURS A WEEK, 2S MILES A DAY 


Ce 


ON HARD, CEMENT-PAVEMENT FLOORS...) te: 


“IT TAKE 
THEM IN 
MY STRIDE,” 





says JOHN WENTZEL, 


Supervisor, 
Airplane Engine Plant 


whose fast motors power 
history-making Army and 
Navy Fighters. 


|" his own way, John Wentzel is making history, too. His routine takes him more miles in a day than most 
men travel in a week . . . actually 25 miles of steady walking, covering every foot of a great magnesium 
foundry. Says John Wentzel, “Even after that ‘daily cross-country tour’, I arrive home with plenty of 
pep and energy left . . . thanks to the Potter Shoe Company for first tipping me off to Wright Arch 
Preservers several years ago. They're standard equipment for my job and for after hours, too . . . and 


I like the way they wear. My job would give any shoe a work-out, but Wright Arch Preservers cer- 





tainly take it! And even after months of service, they can be re-soled and heeled to look practically new”. 


WRIGHT 
Arch Preserver si: 
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COM ECNVWVANT? DEFENSE CENTER AND HOME OF POTTER SHOE COMPANY 
S RETAILERS OF WRIGHT ARCH PRESERVERS, ESSENTIAL SHOES FOR MEN 





H’. RE, as in most American Defense 


Centers, thousands of professional 





men use their spare time patriotically, ' 
by augmenting the ranks of war work- 
ers. Foot health and comfort is of 
vital importance to the war effort, 
and so, is worthy of careful considera- | 


4 tion by every American Shoe Retailer. 


"NOT MUCH LEISURE TIME FOR ME”, says John 
Wentzel, “but what there is, I spend on 
the golf course. Wright Arch Preservers 
mean I’ve plenty of energy left for golf 
and fishing . . . enough to enjoy long 
walks with my family.” 


R. J. DEWAN, MANAGER, MEN'S DEPARTMENT, POTTER SHOE CO., CINCINNATI, 


fits John Wentzel to a “repeat pair” of Wright Arch Preservers. 





AYS R. J. Dewan, “In Cincinnati, we find that men 
§ who wear Wright Arch Preserver Shoes on war jobs 
tell their fellow workers about the patented Four- 
Feature Comfort of these shoes. The vigorous way 
John Wentzel does his vital job attests the essential 
character of Wright Arch Preserver Shoes. They're 


just as necessary to him as any tools his workers use.” 


E. T. WRIGHT & COMPANY, Inc. © rockLAnn, MASSACHUSETTS 
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LOOK FOR 
THIS NUMBER 
AFTER THE WAR 


A leather crafted 
with care fer warthily 
| upholding beth the manufacturer's 
| and the shoe merchant's reputation 


| in servicing their customers with the best 


ALBERT TROSTEL & SONS CO. Kine FTannageWince 1854 MILWAUKEE 
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Black BORDO Kid Shoe by 


BROWN SHOE CO. juDGE IT py 


'Ts y SERS 














BORDO KID has the appearance of a polished, finely crushed KIDSKIN. In lasting, 


the grain flattens somewhat, so that the surface looks handcrafted. BORDO KID is 


lightweight and porous. 


BORDO KID shoes should be wiped with a soft cloth after wear- 


ing, immediately treed, polished only with a quality polish. 


New Castle Division. Dhed Kid Company 


100 Gold Street. New York City 
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walking in wartime living ... these 
newer walkable heels are fashioned to 


express your individuality. 





3594-1 
Wingmoor 
White Maracain 
104 Last 
14/8 Cuban heel 


TWEEDIE FOOTWEAR CORPORATION 


Latest “/houghts 


designed to meet the demands of increased 
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THERE ain't no more seasons— 
Spring, Summer, Fall and Winter— 
says the voice of Washington. But 
don’t you believe it! There has been 
the most variable of weather to irri- 
tate the American scene—to irritate 
the farmer—and to disturb all man- 
kind on the home front. It has been 
a Spring of ills and chills, and the 
types of shoes most sold were pro- 
tective against the weather. 

“June, then if ever come perfect 
days,” and, believe it or not, those 
cynics who thought there would be 
no season of white, are pleading by 
mail, telegraph and in person, for 
a few more pairs to satisfy custom- 
ers clamoring for whites. When the 
merchant has a backlog of 76 fran- 
tic feminine customers’ orders and 
an expectation of 48 pairs of shoes 


SPRING! 








in the regular run of sizes, you can 
visualize his predicament in en- 
deavoring to serve old customers 
crying for White—White—White! 
But the voice of Washington *says 
there is no season for this is war. 
Well, any store that has a reserve 
stock of suedes on the shelf knows 
that at least some customers will be 
made happy next September. As 
for the taboo shoes—the brown and 
white saddles, the reds, and all of 
those cut by M-217 long, long ago— 
they have an Al preference with 
women of all ages who still remain 
feminine in spite of the verbal 
blackout of fashion by Washing- 
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ton. But we are in no carping 
mood, but rather indicating in a 
friendly fashion that inventory of 
all sorts and condition—all types 
and color, is marketable in season, 
and War, if anything, lives also a 
fashion life behind the battle sta- 


tions. 
. a a 


ED PERRY and Zeke Jones of 


Hamilton, Mont., just smile when 


WE'LL TAKE ONE 


PAIR PLEASE ( 
2 & % 
j—/ Nd 


people tear out their No. 17 coupon 
and complain about shoe rationing. 
Ed and Zeke have had the problem 
of shoe buying solved many years 
ago. Ed has only a right leg, and 
Zeke only a left. They both wear 
size 7. 
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RUSSELL W. COLLINS, of Collins 
Shoe Store, Farmington, Me. says: 

“I feel that it would be to the 
advantage of all retailers if they 
could only see eye to eye with me 
and push for a change in the man- 
ner in which this Ration Check of 
shoes, operates. Sometime ago, you 
had an editorial stating that some- 
thing was wrong with the merchant 
who couldn’t operate on the check- 
ing allowance granted him. I take 
issue with you from this point of 
view. Nowadays, it is necessary for 
a merchant to have many orders in, 
in order to get enough merchandise 
to do business with, and of course 
with each order given, ration cur- 
rency has to be given also. This 


takes a lot of extra ration currency 
and leaves one very short in their 
If it wasn’t for the fact 
that so much is always on book or- 
der and has to have ration currency 
to cover, the situation wouldn't be 
so bad, but as the law now reads, 
that is the situation and nothing 
can be done about it. I have noth- 
ing against the rationing of shoes, 
for whatever is necessary during 
these times, | am in favor of and 
perfectly willing to cooperate, but 
the set-up should be changed and 
could be changed so that it would 
be as workable between the Retailer, 
Wholesaler, and Manufacturer as it 
is now, and much less work for all. 
Instead of having to give Ration 
Currency at time of giving order 
(and this applies to all three, Re- 
tailer, Wholesaler and Manufac- 


balance. 








turer) why couldn’t the system op- 
erate as well if the Ration Currency 
was paid in each and all particular 
bills at the same time the bills were 
paid for in good old cash. This 
system wouldn't tie up so much 
dead Ration Currency and be much 
more simple to operate.” 


wt * * 


HON. PAUL V. McNUTT, War 
Manpower Commissioner, Washing- 
ton, D. C., at the Chamber of Com- 
merce of the United States, said: 
“In the absence of compulsory 
methods, war work results have 
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been astonishing. The process has 
been democracy in action. As we 
look abroad at the forced slavery 
that darkens the Axis and occupied 
countries, we can take pride in our 
accomplishments, achieved in the 
American Way. 

“Now, let us finish the job. The 
going will be harder from this time 
on. Our military and production 
manpower must be supplied from a 
constantly dwindling pool. 

“But the needed reserves are 
there—if we tap them. 

“We have the manpower avail- 
able—if we do not waste it. 

“The manpower problem cannot 
be licked in Washington. It will 
not be licked by someone else. That 
leaves the job up to you, and your 
fellow citizens—all of us. 

“We have asked for your co- 
operation and understanding be- 
fore. We ask you for that coopera- 
tion and understanding again. 








“With the voluntary support of 
employers, workers, and the public, 
the job can be done. 

“The people of this country can 
do anything they make up their 


mind to do... . 


NORMAN N. SOUTHER, secre- 
tary-treasurer of the National Shoe 
Travelers’ Association, Inc., writes: 

“The Chicago Shoe Travelers’ As- 
sociation staged a very successful 
Fall Opening Show which was held 
in the Morrison Hotel May 1, 2, 3 
and 4. This show was under the 
sponsorship of the National Shoe 
Travelers’ Association and in point 
of buying and buyer attendance was 
the largest shoe show ever held in 
Chicago with the exception of the 
National Shoe Fairs. This was a 
tire saving-travel saving-time saving 
show and the buyers in attendance 
came from many states. Of course, 
the greater number came from Il- 
linois, Indiana, Ohio, Wisconsin and 
Michigan. 

“At this time I wish to give great 
credit to the Boot anp SHoe Re- 
CORDER reporter in this section. Miss 
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INTRODUCING - - 








—Herewith we present the first is- 
sue of our NEW RECORDER, to 
be published twice a month. 

—And we hope and believe that 
you, as one of our loyal subscrib- 
ers, will enjoy reading it as much 
as we have enjoyed producing it. 

—We are living in a strange and 
stormy period, when changes 
must occur and changes must be 
accepted by one and all. 

—lIt is our fixed intention to make 
the NEW RECORDER the most 
practical and useful publication 
ever to serve the shoe industry. 

—We are going to avoid “lipstick 
and rouge” as far as possible for 
the duration—but even at that 
we know you'll find your Recorder 
more interesting to the eye and 
to the mind. 

—And when you test its “useful- 
ness" we're sure you'll find it will 
register “tops”. 


President 





Bernice Stevens. She has given us 
real publicity and holds a place in 
the hearts of the shoe buyers and 
shoe salesmen in this section which 
will be hard to fill. Her coverage 
for both the buyers and the sales- 
men has been of the best. My under- 
standing is that Miss Stevens is 
leaving shortly to enter the Waves 
and our very best wishes go with 
her. 

“Thanking you for the grand co- 
operation that you and the repre- 
sentatives of the RecorDER have 
always given us.” 

* * 
MARQUIS CHILDS—from an ar- 
ticle about Sweden, in the N. Y. 
Herald Tribune, said: 

“So well has economy been or- 
ganized to meet the war emergency 
that many believe Sweden could ex- 
ist for a long period in the face of 
a continuing blockade. It would 
mean, of course, worsening of a liv- 
ing standard still far above the level 
of the rest of Europe. 


“Already cuts have begun. With 
the supply of leather from the 
Argentine stopped, it has become 
necessary to institute drastic shoe 
rationing. Over night a ration of 
one pair of shoes for each adult 
every eighteen months has been ap- 
plied, and only one repair during 
the same period is permitted.” 

* r . 


CLAY JOHNSON, JR., of Johnson's 
Booterie, Vincennes, Ind., says: 
“What's being done, if anything, 
to relieve Mid-Western merchants 
regards present stock of men’s and 
boys’ sport shoes, all white and tan 
or black and white? These shoes in 
stock represent thousands of miles in 
comfortable service and thousands 
of dollars in stock tie up that are not 
going to move speedily unless unra- 
tioned for a period of time at least. 
Think this a sectional problem—as 
below Mason & Dixon line I believe 
they will move, rationed, while avail- 
able. To me it’s a tie up of both man 








hours used — material and money 
and I think something should be 
done for speedy relief.” 

e * 


HENRY LEVY, Ponca City, Okla- 
homa, says: 

“The rationing of shoes seems to 
have helped the sale of higher 
priced footwear, whereas we who 
have sold and now have more popu- 
lar priced shoes are feeling the 
pinch of rationing. It does seem 
strange to me that the stores who do 
feature more expensive shoes are 
allowed to advertise in the various 
newspapers that ‘it is better to buy 
higher priced merchandise, because 
it lasts longer; therefore, buy it in 
place of buying more popular 
priced shoes.’ 

- “It doesn’t seem right that a feel- 
ing like this should prevail. Shoe 
rationing, as I understand it, was 
not put on to make a hardship for 
the average retailer of shoes, but 
was put on to conserve leather and 
eliminate the purchasing of un- 
limited pairs. 

“Don’t you think that there 
should be some provision made 
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whereby we who have $2, $3, and 
$4 shoes on hand can dispose of 
same without ration stamps to clear 
out our stock? After all, it is not 
doing the war effort any good when 
I have several hundred pairs of 
medium priced shoes in stock, and 
they are not moving. It just ties up 
my capital and does not help out 
the consumer or the merchant. We 
appreciate the desire to conserve all 
the leather possible, but I do think 








that there should be an amendment 
to the law so that we who do sell 
popular priced merchandise will not 
be handicapped in two ways: 
“1. The non-selling of 
shoes. 
“2. Our shelves being full of non- 


moving merchandise.” 


these 


a + * 


E. A. O'NEAL, President, Ameri- 
can Farm Bureau Federation, Wash- 
ington, D. C., says: 

“If we could only get over our 
unsound practice of thinking in 
terms of money, and think instead 
in terms of commodities, goods, ser- 
vices and the meeting of human 
needs, we could begin to see the 
picture in true perspective. I ask 
the labor leader: If an adequate 
standard of living and security for 
old age can be had with wages of a 
dollar an hour, would not that be 
just as desirable as the same things 
attainable on the basis of wages of 
two dollars an hour? I ask the in- 
dustrialist: If you could sell twice 
the volume of goods at half the cur- 
rent price, will you not be just as 
well off, and will not the country 
be vastly benefited? Certainly the 
farmer will be satisfied with dollar 
wheat if that dollar represents fair- 
exchange value. 

“It must be obvious to anyone 
that if we can have economic bal- 
ance, or parity, among the various 
groups, there will be free exchange 
of goods and services; and since 
there is no visible limit to the wants 
and needs of the people for goods 
to make existence more comfortable 
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and enjoyable, there .is no reason 
why production and consumption 
should not grow steadily providing 
increased employment and constant- 
ly improving business. The only 
way to increase the national income 
is through greater production of 
goods and services. The only way 
to enable everybody to have more 
is to produce more. Distribution 
will take care of itself if only our 
price and wage systems are so ad- 
justed that all can trade on a fair- 
exchange basis. Certainly it is ob- 
vious that we can not attain this 
happy objective if each of the dif- 
ferent groups attempts to erect bar- 
riers around it in the tragically mis- 
taken idea that members within each 
group can maintain their own wel- 
fare without reference to the welfare 
of all other groups.” 


ATTRACTIVE young models who 
pose for Selby Shoe Company ad- 
vertisements really seem to go 
places. 

Several years ago, there was a 
little girl on the coast trying her 
hardest to get into pictures and not 
making much progress. One day her 
picture appeared in a full page 
style-EEZ advertisement in Life 
Magazine. The model was contacted, 
screen tests made, and a new star 
was born. Her name is Brenda 
Joyce, and she has appeared in 
many successful pictures. 

Now history repeats itself. In 
order to find another model to re- 


place Brenda Joyce, Selby selected 
a Chicago girl named Barbara Hale. 
Miss Hale appeared in a series of 
Arch Preserver advertisements, and 
now she, too, is in Hollywood, 
signed up on a seven-year contraet 
with RKO. At the present time, she 
is being co-starred with the Great 
Gildersleeve in a picture not yet re- 
leased. An interesting note about 
both girls is that they were signed 
to long-term contracts and imme- 











diately given acting parts in pic- 
tures, without the usual Hollywood 
build-up of walk-on parts, bit 
parts, and training. 


* * - 


JOSEPH L. PHILLIPS, Health 
Spot Shoe Shop, Pittsburgh, writes: 
“To the new salespeople who are 
coming into the craft, the basic 
fundamentals in correct shoe fit- 
ting are to watch the ball of the 
foot and make sure the large toe 
joint rests at the turn of the shoe. 

“Try to lead your customer into 
the type of shoe best suited for his 
or her duties; for instance, give 
the heavier customer a more sub- 
stantial shoe. Many of your cus- 
tomers will be in vital war indus- 
tries and they need foot comfort 
to help win the war.” 


Jones SYOe oor 


























"You can't see the boss now. He's getting in the mood to solve the sole 
leather shortage." 


31 





re Se ee 





BOOT AND SHOE 


RECORDER 


REPORTS TO 





THE INDUSTRY 





ES. 


OPP 





Stamp 18 Next Shoe Coupon 


STAMP 18 in War Ration Book 1 will become valid 
June 16, 1943 for the purchase of one pair of shoes, 
the Office of Price Administration announced May 20. 
It was said that no definite commitment could be made 
at that time as to the length of the period for which 
Stamp 18 would be valid. 

From all indications, however, rationing officials 
expressed the hope that the number of pairs of shoes 
available for release to civilians would make it possible 
to maintain the same one-pair-per-stamp in slightly 
more than four months as provided by Stamp 17 (valid 
February 7 through June 15). 

Each member of a family has one Stamp 18, inter- 
changeable among members of the family living in the 
same household. 

OPA promised that the validity period of Stamp 18 
would be announced about June Ist when production 
and supply data being received could be thoroughly 
considered by all agencies involved. 


Making of Rationed Shoes "Essential" 


WMC and Selective Service have got together on the 
occupational classification of draft registrants who are 
shoe workers. Heretofore there was a conflict, but not 
a serious one, between the two. WMC had included the 
production of shoes for military and industrial use as 
essential in its definition. Selective Service included 
all shoes. The new definition covers “shoes for military 
and rationed use.” This broadens the former WMC clas- 
sification and narrows the Selective Service classifica- 
tion. In reality the change is relatively slight for in 
effect it simply wipes out the production of play shoes 
as an essential activity. 

The revision in classification was announced by the 
WMC Selective Service Bureau on May 12 through 
amendment to bulletin on “Production of Leather 
Products,” designated as Occupational Bulletin No. 19, 
which previously listed production of all shoes as essen- 
tial. The amendment to include the production of “shoes 
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for military and rationed use” applies not only to the 
consideration of registrants engaged in the shoe indus- 
try in connection with Selective Service occupational 
deferment, but also extends coverage under WMC 
essential activities definitions as they affect transfer of 
workers in the shoe industry. The latter hitherto had 
been limited to military and work shoes. 


* ab * 


Shoe Price Increases Not Authorized 


CONSERVATION Order M-217 (footwear) as last 
amended on April 9, modifying the definition of “Price 
Range,” does not authorize manufacturers to raise shoe 
prices, Henry W. Boyd, Jr., Chief of the WPB Shoe 
Section, announced on May 13. Mr. Boyd emphasized 
that M-217 merely controls production within a price 
range. “It does not control prices,” he said. “That is 
the function of the OPA.” 

The order as last amended broadened the definition 
of “price line” for production purposes to include lines 
in which the price range is 25c. a pair, as well as lines 
in which the highest price does not exceed the lowest 
price by more than 10 per cent. This definition applies 
only to paragraph (i) of M-217, which places a quota 
on the production lines of shoes and grants no exemp- 
tions from any OPA regulation. 


a ~ * 


Amendment Procedure Simplified 


ANOTHER step in simplifying procedures has been 
taken by OPA in announcing that applications for ad- 
justment and petitions for amendment of price regula- 
tions no longer need be sworn to or affirmed. Public 
inconvenience and expense, resulting from the require- 
ment that these documents be sworn to or affirmed be- 
fore a notary, may be avoided without impairing the 
reliability of the documents. Federal statutes impose 
heavy criminal penalties for making false statements to 
the Government, whether they are made under oath or 
not, it was pointed out. 

The action does not extend to protests or documents 
which may be filed in support of protests. These form 


Boot and Shoe Recorder 








| 


= 


Ce ee a 











> es "JF © 





» the 
dus- 
onal 
/MC 
r of 


had 


last 
rice 
hoe 
hoe 
zed 
rice 
t is 


ion 
nes 
nes 
est 
lies 
ota 
np- 


a 


BOOT AND SHOE RECORDER WASHINGTON BUREAU 


1061 National Press Building, Washington, D.C. 


L. W. Moffett, Manager: J. Donald Browne, Associate 





Cen tlygbemings on The Tttiliomal Scave 








| 
| 
\ 


ee ee 


as 


nee a 





the basis for court action and so are subject to different 
rules. They must continue to be notarized, OPA said. 
The new practice becomes effective with the issuance 
of a Revised Supplementary Order No. 23, Amendment 
No. 3 to Procedural Regulation No. 1 (Revised). 
Amendment No. 3 to Procedural Regulation No. 6 and 
Amendment No. 1 to Procedural Regulation No. 7. 


a % * 


To Promote Co-operation in Bond Sales 


A NATIONWIDE survey of retailers’ co-operation with 
the War Bond and Stamp program, which began in 
May, will continue through the month of June, accord- 
ing to a Treasury Department announcement. 

Women’s committees, retailers’ committees and whole- 
salers will make a block-to-block canvass of retailers 
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More than a million retailers have received this new Minute 
Man display poster painted by John Atherton. 
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to determine the number of those selling War Stamps 
and Bonds. The survey conducted by these volunteers 
will also request information on the number of stamps 
and bonds sold each week, whether the store is cooper- 
ating by displaying War Bond posters and the store’s 
poster requirements and suggestions of sizes. 

Each retailer who is a fiscal agent for the Treasury, 
that is, those retailers that are actually selling War 
Bonds and Stamps, will be awarded the new “MINUTE 
MAN” decalcomania which will henceforth identify 
merchants who are “War Active Retailers.” 

During the past month, over a million of the nation’s 
retailers were furnished direct by mail the new MIN- 
UTE MAN poster “For Freedom’s Sake.” 400,000 
retailers will also receive the poster titled: “In Loyal 
Support.” 

The MINUTE MAN poster was painted by John 
Atherton, an artist who has gained great distinction. 
Its harmonious coloring of bronze and green, its atmos- 
pheric charm of a New England village, its powerful 
silhouette quality, should earn for it a semi-permanent 
status of display. 

Retailers who have been selected to receive these 
posters should give them immediate and prominent dis- 
play. The Treasury requests that those merchants who 
receive posters and do not care to display them should 
pass them on to some other retailer in their neighbor- 
hood. The Treasury will undertake a nation-wide survey 
of retailers’ cooperation in displaying poster. 


co e 7 


OPA Issues New Directory 


A NEW directory of commodities and services, de- 
signed to help persons contacting the Office of Price 
Administration to find the unit which has specific knowl- 
edge of their problems, has recently been issued. 

The directory indicates the price regulations appli- 
cable to each commodity and class of services, and the 
OPA unit which handles it, also many other facts. 

The new directory may be obtained from the Super- 
intendent of Documents, Washington, D. G, for thirty 


cents. 
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Nidelights on Sole Leather 


And the Significant Part It Plays as a Critical 


Material Affecting the Making and Merchandis- 


ing of Shoes—Some Misconceptions Explained 


IN every shoe manufacturing plant at least half a dozen 
factors seem to vie in importance for the dubious honor 
of hindering production. Perhaps none of these is 
actually more important today than the problem of sole 
leather supplies. For the first time in the history of the 
modern shoe industry total requirements in bottom stock 
have outstripped the available and potential supply. 
Everyone knows that this condition has arisen from the 
tremendous task of equipping American and Allied 
forces: leather has literally gone to war. And yet there 
is sufficient misapprehension and misunderstanding of 
the sole leather supply picture to warrant a review of 
the essential facts. 

First, total military needs for sole leather represent 
an imposing quantity. Shoes are being produced for 
the Army and other services as well as for the United 
Nations on a scale far beyond anything achieved during 
the first World War. Not only is military shoe pro- 
duction remarkable for quantitative achievement, but 
the variety of specialized military footgear made today 
is a bright chapter in United States shoe production. 
Every branch of the services is receiving boots and 
shoes which have been adapted to meet the specific fight- 
ing requirements of climate and terrain. Far from re- 
ducing military shoe needs, the mechanization of war- 
fare has actually increased total requirements. Further- 
more, the necessity under lend-lease of shipping both 
shoes and leather to the United Nations has pyramided 
total military demands. 

It is estimated that total war needs account for better 
than 30 per cent of all sole leather produced. This ratio 
would in itself be sufficient to handicap seriously the 
potential supply for civilian consumption. However, the 
effect of military procurement is drastically complicated 
by the concentration of such buying in certain weights 
and types. Sole leather for military shoes must be 
drawn from the production of heavy leather and it 
must, in addition, conform to the standards of grade and 
quality laid down by service specifications. Conse- 
quently, the proportion of heavy soles destined for Army 
or Navy or Marine use is considerably higher than the 
overall ration of 30 per cent. For that reason the avail- 
ability of soles for men’s shoes has been curtailed to a 
greater extent than the supply of lighter weight leather 
for women’s and children’s shoes. 

Comparison is sometimes made between the published 
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figures on the number of shoes produced for government 
account and the ratio of sole leather withdrawn for mili- 
tary use, with the inference that these figures are not 
consistent. In 1942, for example, a total of 40,875,000 
pairs of boots and shoes were made for the government 
and it is questioned whether this quantity of shoes was 
sufficient to account for the stringency in sole leather 
supply. However, it may be remembered that under 
WPB order M-80, which governs cutting and distribu-7 
tion of leather, all outer and inner soles of military grade 
or quantity which can be obtained from any piece of 
whole leather must be reserved for government use. 
Under the operation of this order, therefore. it is be- 
lieved that a fairly substantial inventory of soles has 
been accumulated. Furthermore, quantities of leather” 
have been shipped abroad under lend-lease in addition ” 
to shoes manufactured in this country for the United 7 
Nations. The aggregate drain upon sole leather sup- 
plies has been considerably in excess of actual quan- 
tities necessitated by output of shoes for the United 7 


States forces. 


IT has been possible to accommodate military require- 
ments to a large extent through increased production. 
According to data compiled by the Tanners’ Council, 
output of sole leather in 1942 was 25 per cent greater 
than the average for the several years preceding the 
war. While the tightening lines of raw material supply 
in 1943 have reduced sole leather production from the 
record level established last year, the output is still 
higher than normal. As a result of this production in- 
crease, the severity of the bottom stock position has been 
mitigated. 

In appraising the current and prospective outlook, it 
should be recognized that a number of unwarranted 
statements have been made about sole leather supplies. 
it is not true to say that the best grades of all kinds of 
sole leather are preempted for military purposes. Army 
shoes obviously cannot use the lighter weight outsoles 
which have always been employed for women’s shoes. 
Practically all of this class of sole leather is still avail- 
able for civilian use in approximately the same range 
of grade and quality as heretofore. 

Another point of misunderstanding with respect to 
sole leather is the commonly held assumption that any 

[TURN TO PAGE 81, PLEASE] 
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“YES,” answers Hendrik Willem van Loon, the historian. In an article in 
the New York Times Magazine a few weeks ago, he showed that fashion has 
not only lived, but has actually flourished during most of the major con- 
flicts from the Punic Wars until now. 


But what about shoes under rationing, and under the conservation orders 
now in force? RECORDER believes the answer is still “Yes,” with 
reservations. Obviously you can’t expect to see the variety of styles to 
which the American public has become accustomed in recent years. 


Even under today’s restrictions, however, there is still, “a chance for 
a choice” for the American consumer and an opportunity for merchant 
and manufacturer to offer the public styles that are interesting and attrac- 
tive in sufficient variety to serve their normal needs. To demonstrate that 
Style thus lives in wartime, BOOT AND SHOE RECORDER presents the 


following portfolio of Footwear Fashions for Fall. 









THE DAYLONG COSTUME 


I Tuis coming Fall the suit is still so much “the thing” that we put it first 
t as number one basic style. Mrs. Typical Customer will wear it early in 
the season with a topcoat; after the first cold snap with a Chesterfield or 
other easy-to-slide-on coat; in the Winter under a fur coat. And with it 
she will have as choice and varied a collection of accessories as she 







can assemble. 


If she plans to make her suit a real daylong costume, she will plan 
accessories to dress it up as well as down. First of all, however, she will 
want the tailored shoes, hat, gloves and handbag that will carry her 
smartly through her working hours. Handbags and gloves to co-ordinate 
with these shoes are in the market . . . the bags in leather and felt, big and 
practical with long handles to sling over the shoulder or the wrist and 









slipon gloves short enough not to interfere with the coat cuff. 






The trimmed pump on walled last with square tailored bow, like the 
one shown here, is a favorite suit shoe this year. The trend to untrimmed 







1 pumps is growing. The spectator is being shown in interesting variations. 
The front seam slipon, so popular with the young crowd this Spring on 
a flat heel, will be a general favorite among smart women of all ages on 4 
its new 14/8 and 17/8 heel heights. Finally, oxfords, in a wide range of 

types, will, of course, be first choice for a daylong shoe with many women. 









The Classic Suit and Topcoat Carry On into Fall as 
One of the Season's Leading Fashions. Accessories 







Are Simple but Feminine. 










Spring favorite among young 
casual styles this shoe on a 14/8 
heel and higher is slated to be a 
leading Fall shoe for women of 
all ages. One of the important 
untrimmed shoes. 















This unlined oxford with mocce- 
sin toe typifies the comfortable 
oxford many women want for 
daylong wear in town and out 
with their classic suits. Comfort 
types also belong here. 






















Attractive version of the topcoat va 
worn over a suit is this pure wool FO 
model from Cohn Hall Marx 
per heres 
4x st 


Best seller in important Fall lines 
is the walled last pump with 
square tailored bow in fabric or 
simulated leather, on popular 
17/8 or 18/8 medium heel. 








DRESSIER CLOTHES 
FOR DAYTIME WEAR 


This pretty pastel dress, typical 


of trends for Fall, is made of = 
Forstmann woolen. ——=zr “a 


Number one favorite this Spring 

and Summer, the low heel anklet 

on a baby last is slated to carry 

over into Fall, worn with evening 
as well as daytime clothes. 








WITH so much talk of suits for 
Fall, let’s not forget that dresses 
and coats will still be the basic cos- 
tume for countless thousands of 
women. Suits. still look best on the 
“suit type” woman, but even she, 
we venture to predict, will some- 
times tire of wearing the kind of 
suit shown on the preceding page. 
The soft two-piece dress . . . only a 
suit by courtesy . . . is, of course, 
a different story. With the kind of 
dress shown opposite the more for- 
mal daytime coat will be the first 
choice. It will be fur-trimmed, fur- 
lined, or untrimmed and worn with 
a separate fur piece. 

For this costume you have a 
choice of shoes in a wide range of 
materials. For early wear, suede is, 
as usual, doing the biggest business 
and black is the best color. If your 
customer is thinking of late Fall 
and Winter, however, she will, nine 
cases out of ten, want a smooth 
leather or a reptile. Brown or Army 
russet will be her first color choice, 


Open toe, closed back, trimmed 
pumps, in a variety of materials, 
will be a big item for Fall. 
Adapted to every type of cos- 
tume, except dressy or casual. 


nnial as the First Frost Are the Feminine Daytime Dress and Coat; 
ctly Complemented by the Softly Tailored Shoe, Fall Version. 


as a harmonious blend to her beige- 
to-brown costume and fur colors, 
or a smart contrast to the lighter, 
clearer colors predicted as leading 
in both woolens and rayons. 

Reptile, which may be her first 
choice for her Fall shoe, is an im- 
portant leather, according to all re- 
ports. Lizard is expected to be very 
popular again in soft treatments. 
Bag makers, like shoe manufac- 
turers, are hoping to be able to get 
skins to continue making lizard 
bags to fill in shortages of other 
leathers. These skins are supple 
enough for dressier daytime bags. 

Calfskin and kidskin; some pat- 
ent leather; gabardine; and com- 
binations of leather with fabric, 
especially suede with faille, are all 
available in dressier daytime shoes, 
suited to the more feminine day- 
time costume. Handbags in faille 
and broadcloth are the perfect com- 
plement to the fabric or fabric and 
leather shoes, of which we shall see 
a growing numbcr. 


When a woman wants a pump 
but cannot wear such a low-cut 
pattern with comfort, show her 
the one-eyelet sailor tie to wear 
with her pretty daytime clothes. 





Short skirt, untrimmed pumps, 
pretty little hat .. . all good after- 
dark styles for Fail. 


Photo courtesy Russeks. 











Fashion Has Nodded Approval of the Short Skirt for Dining and Evening 
Wear. In the Same Less Formal Mood Are the New After-Dark Shoes. 


THere will be no priorities on prettiness this 
Fall if designers of women’s clothes and shoes 
can prevent it. And especially for the dress-up 
hours. Here again, accessories play a stellar 
role. The dress can be of the simplest if the 
accessories are right and shoes plus hat can 
do more than all the other “fixings” to make 
the costume. 


Since the less formal evening dress with short 
skirt is to be the leading style for Fall, shoes 
will follow the same trend. Women who cling 
to long skirts will continue to want the more 
elaborate slippers in gold and silver kidskin 
and rich brocade. But the average woman, 
obliged to go to parties on foot or by bus or 
subway, will be glad of the short skirt and dark 


——_ 


The front strap sandal . . . and 
the cross strap .. . are the classic 
dress shoes for the more conser- 
vative woman. These and buckle- 
trimmed shoes are her favorites. 


shoe. Black suedes and suedes combined with 
faille or satin have been styled in sling pumps 
and sandals. (And, by the bye, don’t forget the 
pretty faille bags on the market to sell with 
these shoes.) Sandals will sell in anklet versions 
to girls and women who always like this style. 
And front and cross straps also always have a 
market with the more conservative woman, 
Trimmed sling pumps, however, are expected 
to do the big business in dressy types. 


The trend to untrimmed shoes appears in the 
strong demand for the plain pump on 21/8 
heel, especially the d'Orsay line pump. The 
possibility of trimming up a plain pump with 
different rosettes, bows and buckles is another 
reason for their popularity. 

















Suitable shoe for 
nurses, canteen work- 
ers, and housewives. 


Safety toe box and 
rope sole make func- 
tional factory shoe. 


Typical of functional 

wartime clothes are 

these practical cotton 
farm suits. 


Occupational boot for 
welders, farmers or 


shipyard workers. 


General type of ‘‘serv- 
ice” shoe for women 
in or out of uniform. 








Style as a factor in the acceptability of any type 
of apparel takes more than a war to eliminate it 


from the picture. Despite war-time regulations 


governing it, style will always live. These eight 
shoes shown on this and following pages are rep- 
resentative of allowable styles that will 
make up men’s lines for the Fall. 


YES, STYLE WILL LIVE... 


Just so long as it is possible for manufacturersto _ detailing on this wing pattern. Now that soles, too, 
make the wing tip pattern, even though it may be have been restricted, the use of the newly de- 
restricted in detail, this shoe will occupy an im- _ veloped composition soles justify this shoe in Fall 
portant place in men’s lines. Under present war _ lines. Neither style nor material restrictions have 
economy measures, tips and quarter foxings must _— detracted from the appearance of this shoe nor 
be imitation detailed and soles must be other than can we see any loss of customer acceptance be- 
leather. Manufacturers have complied with first cause of these limitations. It continues to be a 
style restrictions by imitating the former overlay “must” for town and business wear. 





THE many style variations of the straight tip pat- | appearance in keeping with the less decorative 


tern have, as a whole, brought it the consumer __ trend in war-time styling. It will for the most part 
acceptance and style leadership it enjoys. It has fill customer demand for a style shoe for town 
been little affected by WPB restrictions; the few and business wear. For those customers who prefer 
that do apply to this shoe, such as the elimination black to brown, this particular pattern is more 


of heavy welting and detailing, have modified its | adaptable to black than any shoe in the Fall lines. 





Once strictly a sport type shoe, the moccasin pat- 
tern has made great strides in recent years since 
its adoption as a street type. Many and varied style 
versions of this shoe have allowed it a wide range 
of choice all the way from the heavy seams to the 
lightly detailed moccasin stitched type shown here. 

Recent style restrictions have eliminated the 
heavier versions of this shoe and the latest have 


A 


banned the making of this shoe with leather soles. 


Here again the use of the “composition” soles 
have made it possible to include this popular pat- 
tern in Fall lines. This semi-sports shoe, whether 
worn for town or leisure wear, takes readily to the 
new rubber soles and is one of the two allowable 
sport type shoes that lends itself best to perfora- 
tions or ventilation. 





Wit the exclusion of the popular monk strap ox- 
ford from Fall lines, it was necessary for shoe 
manufacturers to focus their attention on a shoe 
that could take its place both in appearance and 
acceptance. Fortunately such a shoe was already 
available in manufacturers’ lines. The jodhpur tie 
was moderately successful last season even in com- 
petition with the popular strap shoe. It gained 


some interest from those customers who wanted 
an alternate to the monk. This season, however, 
should be a different story, for with stocks 
running low on the strap shoes, this jodhpur 
pattern with its straight sweeping forepart, giving 
it the same smart military appearance, is a 
natural replacement for the monk shoe in Fall 


promotions. 
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Tus shoe, variously called the “Chukker,” 
“Turf” or “Pilot” boot, has received only sporadic 
attention in men’s shoe promotions since its intro- 
duction several years ago. Up until the present 
time, this three-quarter high shoe, promoted 
against civilian background has not registered. 
However, with the present vogue of military styl- 
ing, it is at last coming into its own. Its interest has 
been for the most part its military appearance and 


has been popular with officers and, to some extent, 
enlisted men, as an alternate to the strap oxford. 
This shoe has also been made with a strap but un- 
der present restrictions governing the strap shoes, 
it will be made as shown here and, like its partner 
shown on the opposite page, it will be an important 
factor for Fall in helping to make up for the loss 
of the monk shoes. 
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THE “Seamless” shoe is now in quotes for the One of the plain toe family, this shoe has m« 
reason that it is no longer exactly what its name with renewed interest following the milit 
implies. Restrictions have made it impossible to vogue. Before that, however, it showed increasing 
make this well-liked pattern with a one-piece up- success during recent years for its comfort { 
per but manufacturers have successfully given it tures alone. It is now secondary to the accepted 
a pieced quarter that meets with WPB approval military types, but it has a long list of devotees 
and in no way detracts from its appearance o1 who will be glad it has not been eliminated en- 
salability. tirely from the current men’s lines. 








Tus yhaaany Lone hylan het pattern has been an old 0 vularity with military versonnel asa regulation 
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dress oxford has been little affec ted by W PB style 


restrictions. It has always enjoyed a popular spot 


standby in men’s lines for a good many years. 


Inte rest inl has. of course. received renewed im- 


pet s from the military vogue; but, it has always in men’s shoe promotions and if and when the 


been a popular shoe with men, because of its military vogue passes on, this shoe will continue 


proven comfort features. Its basic pattern ind its to be an important factor in any mens line. 











ONE of the two allowable sport type shoes, the 


Saddle oxford, like the moccasin, is permissible 
only with the new rubber composition soles. Re- 
strictions do not permit an overlay saddle and the 


two-tone effects that have made this shoe so popu- 


ates - 
. % . > - 


lar are gone for the duration. Because of the lim- 
itation of sport types, this shoe which formerly 
found its most appeal in Summer stocks should 
prove an important addition to early Fall men’s 


lines as a shoe for casual wear. 





Miss Rhodes presents ration book. 


SHOES are now a prime necessity with Hollywood per- 
sonalities. And so let’s get the individual slant of a 
most charming young lady, Betty Rhodes, by visiting 
her on the Paramount lot in Hollywood, where she is a 
featured player in “Salute for Three.” 

It develops that Betty is as ingenious as she is pretty, 
so she does not find the OPA regulations as drastic as 
they appear on the surface. 

A good average shoe wardrobe was in Betty’s closet 
when shoe rationing came into being. So, being a prac- 
tical young lady, her first thought was to take an inven- 
tory of what she already had on hand, a procedure shoe 
men should recommend to all their customers. 

Next was the planning of what one kind of shoe was 
most necessary to round out her shoe needs and also 
what she should do to conserve and freshen up the shoes 
she already owned. 

Because she had several types of dressy shoes on 
hand, she spent her first ration coupon in buying a pair 
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Cashier was required to detach coupon to make purchase valid under Ration Order 17. 


s] HOW A HOLLYWOOD PLAYER 
SOLVES WER Loe Lol 


Betty Rhodes, Paramount Player, Clips Clev- 
er Bows, Flowers, Pieces of Jewelry to Her 
Basic Black Shoes to Give Them Variety. She 
Spends Her Ration Coupon for a Pair of 
Good Walking Shoes and Rounds Out Her 
Shoe Wardrobe with Several Pairs of Clever 
Duckskin Sandals. Use Your Ingenuity, And 
Help Your Customers in Similar Ways. 


of good walking shoes. Next she began combing the 
stores and shops for clever little bows and clips to 
make her basic black shoes look different with each 
costume. She found such items as plastic curtain hold- 
backs, initialed rhinestone clips, and turtle clips which 
match her earrings effective for changing the appear- 
ance of her basic black pumps. To give her gold 
evening slippers a new look, she uses grosgrain ribbon 
and gardenias. 

From talking to Betty, as well as to other players on 


5| 





For originality Betty uses turtle clips which match her 
earrrings to dress un her black pumps. She even puts 


gardenias and ribbon on her gold evening slippers. 
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A SHOE STORY IN PICTURES 


by HARRY R. TERHUNE 


Right: Old shoes can be made to look 
smart with clever clins and bows. Re- 
sourcejful Betty Rhodes found plastic 
curtain holdbacks effective on her dress- 
up shoes. Initialed clips give a new look. 


Betty Rhodes, soon to be seen in 
Paramount's “Salute for Three”, is as 
practical as she is beautiful. She 
spends her No. 17 Ration Coupon 
for a pair of smart walling oxjfords. 


Three pairs of shoes a year are sufficient for the average 
person, provided good care is taken of them. Betty 
takes care of her shoes with proper cleaners, polishes. 
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It Takes Only a Little Ingenuity Plus Careful Buying on the Part of a 


Hollywood Featured Player to Make Her Allotted Three Pairs Per Year 
Equal to Twice That Amount. Here's How Betty Rhodes Extends Her 





Betty’s patent leather open toe, open heel 


ge pumps come in for a great deal of every day 
tty and every night wear, for they are, possibly, 
es. the most adaptable pair of shoes she has. 
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Shoe Wardrobe by Working With What She Has and Building Wisely. 





Another tip from Betty has to do with dyeing 
old evening slippers so they can be worn with 
afternoon or evening gowns. It is considered 
quite a trick to dye leather shoes properly, 
a job for the experienced shoe repairman. 


the “Salute for Three” set, it becomes apparent that 
all are reconciled to the proposed three pairs of 
shoes a year program. 

Like the majority of people who want their shoes 
to give good service over a substantial period of 
time, Betty lays great stress on keeping them in 
condition. Careful brushing and polishing are es- 
sential for this purpose; proper cleaners and 
polishes can be featured by shoe stores and shoe 
departments, and customers can be educated to 
lengthen the life of their shoes by this means. 

Betty’s choice of good, substantial walking shoes 
was a wise one. These are the shoes that will see 
hard wear and will stand up under hard treatment. 
By keeping her dressy pumps and sandals for spe- 
cial occasions, Betty makes sure of shoes for every 
purpose until her next shoe coupon is available. 
And by clever touches such as the clips, bows, etc.. 
mentioned above, she assures herself of sufficient 
variety to prevent her tiring of the same black 
pumps. 

So, with a new pair of shoes every four months, 
taking good care of the footwear they now own and 
augmenting their wardrobes with several pairs of 
clever duck-skin sandals, unrationed play shoes (on 
soles other than leather or rubber), Betty and the 
great majority of Hollywood's actresses feel that 
their feet in the future will be as attractively and 
comfortably shod as ever. 
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By ARTHUR D. 


TIE IT ALL TOGETHER 


NEXT to food, shoes are the prime essential of men, 
women and children at the home-front in this tremen- 
dously complicated system of total war. Shoes, as a 
people’s need, are important to the all-out effort of the 
war, which nobody can deny. 

As other means of transportation decrease, foot loco- 
motion increases and there is a bitter Winter ahead. 
We must face the fact that shoes will play a bigger part 
in the work and health of Americans and Allies, and that 
the total pairage of shoes is not increasing but decreas- 
ing daily. Washington take notice. 

Our factory reserves of in-stock shoes are nearly all 
consumed and our store inventories are fading. Our 
people must stand on what they possess or what the 
Ration Coupon can give them. 

Any tendency to regiment the making of shoes to the 
point where all materials and substances that can be used 
for foot-covering are not utilized is wasteful regula- 
tion. We need full shoe-making expression for mili- 
tary and civilian needs. 

You cannot blink the fact that we are now confronted 
with hard-headed, cold-blooded reality. We have no rea- 
son to believe that the path to early Victory is to be 
walked in sport shoes, or “on little cat’s feet of timidity.” 
We also are beyond the stage of emotional sentimen- 
tality for “cream puff” styling for we have reached the 
point where every shoe must have wear-hours and all- 
purpose use. 

So much for a declaration of position and it remains 
to be seen whether we can as one industry stand up on 
strong feet for the battles ahead. If we are fighting for 
the Four Freedoms and the additional Freedom of Op- 
portunity, we must not be timid about declaring our 
principle of service and fighting for it. 

There is the saying that “if you scratch a Russian, 
you will find a Tartar,” and “if you scratch an Amer- 
ican, you will find a Boy Scout,” and may I be forgiven 
for saying, “if you scratch a shoe man, you will find a 
rabbit,” because there hasn’t been enough fight for the 
basic values of free enterprise of this useful industry. 
Maybe there is something historically meek and mild 
in the shoecraft, but centuries ago one man said: “The 
Shoe trade—what better Craft can be? Ancient, his- 
toric and free.” Well, 200,000 businesses from manu- 
facture to retail to repair represent a possible total of 
2,000,000 persons directly dependent upon shoes for 
livelihood. We are now at the point of a need to 
strengthen our position as being basically essential— 
with the need for a unity of purpose to see that our 
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Freedoms are not so regimented that the harm therefrom 
will go long into the post-war period. 

Today we must face the fact that there are some men 
in the background of authority who think that shoes can 
be made to a standard type, that pricing can be con- 
trolled not by the economics of supply and demand but 
hy grade barriers, and that furthermore, trade-names are 
only patents for promotion and can be eliminated when 
Victory models are made unanimous. 

Now here are the first steps that carry with them 
the logic of our situation. 

Could we, as a wartime measure, give form to 
some system of fact coordination? Could we con- 
solidate our position in Washington, not as little 
groups having “axes to grind” peculiar to the type 
of shoes each group represents, but could we assem- 
ble all of the real facts and whip the whole thing 
into a plan and a pattern for coordinated effort? 

The coordinated agency of the Shoe Industry 
need not be clothed with any government authority. 
Its chief function will be to learn what the people 
in 48 States need in civilian footwear and how that 
need can be handled without affecting the war 
effort. In other words, it will be a factual clearing 
house. It might do a lot of goad in helping to pre- 
vent mistakes being made in future regulation. It 
might prevent the trend towards regimentation. It 
should gather the facts not only out of the service 
of supply and business production but in the fields 
of retailing and repair so that an equitable distri- 
bution can be made so that no man, woman or child 
need go barefoot in the days ahead. 

There is one unity of purpose in the Shoe Industry 
—service to an American public in a period of war. It’s 
logical for an industry that represents one article of 
human use to “set its house in order” so that it can serve 
better. 

There isn’t a manufacturer or merchant who cannot 
make and sell better shoes (even with the available in- 
gredients) under a free system than he can do under 
regimentation. We can face adversity with fortitude if 
we know where we are going and why. 

Just as sure as shoes are one of the basic needs 
so, too, is it that freedom under self-restraint brings 
out the best talent of labor and management if 
given the Opportunity. 

Greater values in shoewearing hours per person can 
come when we know the facts—all of them—coordinated 
and integrated so that the complex picture puzzle fits 
into the true pattern of useful shoes in wartime. 


Boot and Shoe Recorder 


“—" 


ae 


eee 


ST at _T cra IRRE eact  o 








whi 
cus 
fit. 

dur 


wel 


OF 


ulty 
dec 


the 


wo! 


over 
crea 


June 





men 
can 
con- 
but 
are 


hen 


gs 


its 








EXIT—THE QUICKIE! 


|S the X-ray machine a toy or a tool of the trade? That 
is the question! 

We have seen its use limited to confirmation of the 
sale, and that only as a perfunctory gesture to a cus- 
tomer once in a while. By and large, the machine is 
mostly kept as an ornament or as an advertising feature. 

We believe we have seen only in one store the com- 
plete and correct technique of X-ray examination in shoe 
fitting. The new customer was asked to stand up to the 
machine in her old shoes. This first action was for the 
clerk’s information as to the size, shape and contour of 
the foot and the bones therein and past behavior. Then 
the clerk made a careful measurement of both feet and 
proceeded to select the proper last for its shape and 
proportions. The eventually fitted shoe was the third 
pair tried on—not the first. Then the customer stood 
on the X-ray platform and the merchant pointed out, by 
comparison, what this new shoe was expected to do. 

To sum it up. The greatest damage can be done 
by the shoe that is the wrong shape on the inside. 
(Where no one looks when they buy a shoe but 
where every foot lives.) Rationing has helped the 
customer to spend more time and attention to the 
fit. The old “quickie” sales technique is out for the 
duration—take your time in fitting accurately and 
well. 


OH, WORTHY JUDGE! 


AN executive is one who possesses judgment—the fac- 


ulty of decision. And the test is, if he makes the right 
decisions most of the time, he continues on his job and 
the business lives. 

Here’s a problem that the best brains of the shoe 
world is having trouble to solve. 

A manufacturer whose judgment we value says: 

“In many instances, retailers insisted upon increased quotas 


over last year. The reason was that their population had in- 
creaged 50% to 150%. They stated that the population was 
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HIT AND RUN CORNER 


To The Editor: 

“Stumble and Fumble”—and how! I, too, wish 
that we had more leadership in the shoe industry. 

Have we reached the halfway mark or is the worst 
to come yet? Is it better to stay and fight it out, or 
should we get out before it’s too late? Please let me 
know what you think. 

I also enjoyed very much your article and the pic- 
ture of my friend, Eric A. Johnston. I had the 
pleasure of showing him how to read sizes and sell 
shoes when he was about 16, going to school. I 
could then see his future. I can never forget that 
remarkable personality of his as long as I live. I am 
looking forward to seeing him soon. 

I also want to call your attention to some more 
headaches—I wish the WPB would send us some 
good pills for it. This week we received a large box 
of bows with notations that the WPB does not 
allow the factory to put on. Well, you know the rest. 

(Signed) E. W. Acklin 
ACKLIN’S 
Salem, Oregon 





transferred to their town of ‘X,’ because of war activity, 
therefore ‘Y’ town should have a reduction in quota and ‘X’ 
town an increase because they are serving more of the U.S.A. 
population. It is an impossible thing to intelligently control 
from a manufacturer’s standpoint. “Y’ town, though with fewer 
people, is also doing more business and insisting on every pair 
they can get. We cannot turn a deaf ear to either problem and 
at the same time you must appreciate that both retailers have 
points in their favor. 

“The writer is very mindful of the fact that when this war 


is over, we shall again have to sell our shoes. Unfairness 
toward anyone shall not be forgotten. Some decisions these 
days are very hard to make.” 

As it is now if the manufacturer’s production is cut 
60%, the allocation of orders is reduced to that ratio, 
to all customers of record. But, there is a cry mounting 
higher, and higher, and higher, from those stores in 
expanding communities that find their stock dwindling 
and only a trickle of replacement. The actual com- 
munity needs are greater person for person. 

On the contra side, the population of many cities and 
towns has decreased by the migration of war and farm 
labor. Stores in these communities still obtained their 
quota by allotment and, believe it or not, some of these 
stores yell the loudest for more and more shoes. 

Before long, decisions will have to be made on 
the basis of population because that—in the last 
analysis—is the only answer to the “barefoot” 
problem. 

You can’t blink the fact when doctors are writing 
to Washington, to the various bureaus and to their 
Congressmen, that it is impossible for them to get 
corrective shoes in their communities that these 
medical and surgical men exert an influence greater 
than the cry of the dress-shoe field. This is one of 
the paramount problems of the trade today and 
Solomon in all his wisdom had no more complex a 
decision to make—TO DO IS TO BE DAMNED. 
TO DO NOTHING IS TO BE TWICE ACCURSED. 
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MEN WANT “GOOD SHOES ++: 
REASONABLY PRICED” 


Country-Wide Survey Reveals That Price Is Still a 
Deciding Factor in Men's Footwear Despite Evidence 


of Grading Up Since Rationing Became Effective 


by RAYMOND H. GOODRIDGE 


A COUNTRYWIDE survey of the men’s shoe business 
by Boor anp SHoe Recorper has resulted in some 
regard to 
Several hundred questionnaires 


interesting observations, especially with 
Summer footwear. 
were sent out to men’s shoe retailers in every part of 
the country and returns amounted to better than 40 per 
cent. Replies furnish a good average picture of what 
men’s retailers can expect in Summer business. 

The first question asked was: “Is the demand for 
higher priced men’s shoes (stimulated by shoe ration- 
ing) continuing or has the public settled down and 
become more selective in their shoe purchases?” 

In the countrywide average, only 29 per cent indi- 
cated that customers were asking for the best shoe in 
the house, regardless of price. In only one section of 
the country, the west south central states which include 
Arkansas, Louisiana, Oklahoma and Texas, did results 


show that more than half of the customers wanted “the 
best shoe in the house, regardless of price.” 

The majority of retailers throughout the country. as 
indicated by 58 per cent of the replies, reported that 
their customers wanted good shoes, reasonably priced. 
This fact, coupled with the low percentage of replies that 
stated that customers were buying the same quality 
shoes as before—13 per cent—would seem to indicate 
that while there has been a definite grading up in shoe 
sales, in the matter of price they were still conservative 
in their footwear expenditures. 

There is this fact to bear in mind, that this prelimi- 
nary survey, more in the nature of a sampling test, was 
sent out to men’s shoe retailers who carry lines retailing 
above five dollars. The preponderance of replies to the 
second part of this question would indicate that these 

[TURN TO PAGE 95, PLEASE] 


PERCENTAGE RETURNS FROM COUNTRY-WIDE SURVEY 
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ARCH PRESERVER 


IN A “Aid SHOES 


When Fashion put heels under women’s feet, it 
threw their weight forward, and thrust an unnatural 
burden against the metatarsal arch across the ball of 
the foot. In Selby ARCH PRESERVER Shoes, there is a 
built-up metatarsal support that relieves this burden 
on the metatarsal arch. Each tiny bone is supported 
in the proper position for utmost walking comfort. 
Callouses are relieved of pressure and sensitive nerves 
are soothed by this ingenious shock absorber. 


* 


The exact location, size, shape and height of the meta- 
tarsal support in Selby ARCH PRESERVER Shoes were 
determined after long research and consultation with 
competent orthopedists. Only in Selby ARCH PRESERVER 
Shoes can women get the scientifically correct combi- 
nation of heel, outer arch and metatarsal support. This 
and many other exclusive ARCH PRESERVER features 
are fully described in a booklet, “For Women of the 


Year.” Write for your free copy today! 


Selby Shoe Company, Portsmouth, Ohio 


New York Retail Store: Fifth Avenue at 38th Street 


New York Office: 3120 Empire State Building 


ACTIVE MODERNS 
CULTURE 


PHYSICAL 
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GROUND GRIPPER 


STYL-EEZ 
CANTILEVER 


TRU-POISE 





EASY GOERS 











Not content with furnishing leather for aviators’ gar- 


ments and many another military use — Evaline, Brogi 


and Jimmy Pig are busy on the home front too. 


| a, fe Wee 


JOHN PR. 


COPYRIGHT 1948 


¥ 58 


EVANS « COMPANY 


CAMDEN, 


NEW JERSEY 
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For every squadron of bomb- F: 
ers, for every company of : 
fighting infantry there are hun- 
dreds of “soldiers in civvies” 
here athome... . planning, mak- 
ing, transporting the weapons 
and materials our fighting men 
in uniform must have. Jarman’s 
new Fall & Winter advertising 
campaign is designed to reach 
this vast army of potential 
customers. Five complete pro- 
motions, built around striking 
color ads in The Saturday 
Evening Post and Life, furnish 
you with window displays, di- 
rect mail and newspaper ads 
that will bring in your share 
of ration coupons. The display 
at right ties in with Jarman’s 
“Million-Aire” ad in the 
August 2! issue of the Post. 
Your Jarman representative 
will give you full details when 


he sees you soon. 


TO RETAIL AT 


$585 to $985 


MOST STYLES 







SHOES FOR MEN 





JARMAN SHOE COMPANY 
Division General Shoe Corporation 


NASHVILLE eTENNESSEE 
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WITH AMERICA’S “SOLDIERS IN CIVVIES™ 
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FIT THE FEET 














Ane YOU aware of all that has taken place 
before a pair of shoes reaches your stock? 


1. Your employer has invested in merchandise 
and equipment. 

2. Your buyer has exercised his knowledge 
and experience in selection of adequate 
styles and sizes. 

3. Advertisements have been written and dis- 
plays set up to dramatize the desirable fea- 
tures in the footwear you are to sell. 

4. Style experts and manufacturers have done 
their best to produce shoes of quality with 
eye appeal. 


You are the last link in the chain. You can 
send customers away happy to have received 
fine service and eager to return — or you can 
ruin all this preparation by sending them out 
with a poor fit. 

Today your duties are especially important 
in selling shoes correctly because many of the 
feet you fit belong to people engaged in the 
War Effort. 

We in the United Last Company are proud of 
the lasts we deliver to insure shoes being made 
in sizes to Fit the Feet. All our efforts are 
dedicated to this end, for both the Armed 
Forces and Civilians. 


FITZ BROS. CO., Auburn, Maine STEWART & POTTER CO., Brooklyn, N.Y. KRENTLER BROS. CO., Milwaukee, Wis. 
UNITED LAST CO., Brockton, Mass. EMPIRE LAST WORKS, Rochester, N. Y. UNITED LAST CO., LTD., Montreal, P. Q. 
T. W. GARDINER CO., Lawrence, Mass. KRENTLER BROS. CO., St. Louis, Mo. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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[HE WAR FOUND 
READY 


Happy are the dealers who “put for extra support, and the patented, 


their money” on Massagic Shoes. resilient air cushion that absorbs 
They have seen their sales of Mas- jolts and jars. 


sagics increase steadily year after : ; 
: nag Today’s all-time record sales of 
year. But it took the war, with its 


greater demands for walking and Massagic Shoes are conclusive proof 


standing to demonstrate the true that they have earned, by sheer 
value of Massagics’ exclusive com- merit, the distinction of being 


fort features—the flexible Arch Lift America’s No. 1 comfort shoes! 


WEYENBERG SHOE MFG. CO., Milwaukee, Wisconsin 





THE REX 
Model 2226-5 












* Yields with every step 
* Absorbs shocks, jars 
* Keeps you foot-fresh 










WEYENBERG 


\ 
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Our Salesmen are now Traveling 
with their Fall and Winter Lines 








says Alee 


“Put quality in your shoe...” 


Stein 








STEIN-SULKIS SHOE CO. 


MANUFACTURERS OF 
Sus-Dess’ aNnD Women’s Fine Footwear 
183 ESSEX STREET 


HAVERHILL. MASSACHUSETTS 
May 4, 1943 


Mr. R. J. Livingstone 
Dewey and Almy Chemical Company 
Cambridge, Massachusetts 


Dear Ray: 


You have heard me talk so much about quality 
and detail that you must realize that these are my chief 
concerns in shoemaking. I have always said that it pays 
to put as much quality into a shoe as you can possibly 
manage, and no detail is too small to be overlooked. 


That's why I am glad to say that Dewey & Almy shoe 
products meet with my honest and unqualified approval. 
Darex Insoles have quality-plus — they're everything a 
shoemaker needs in an insole. They do the job they're 
designed to do, and they help me put the high quality I 
want into Stein-Sulkis manufacture, producing smart, 
flexible, comfortable, longer-wearing shoes. - Likewise, 
Darex Cements are an essential shoemaking material, and 
they've certainly got what it takes to make them good. 


The consistently high quality of Darex Insoles and 
Darex Cements is one of the minor but none-the-less important 
factors in my efforts to turn out the best in shoe values. 
Cordially yours, 


Q. It. bi. 


A. H. Stein 





No. 18 in a series of Darex 
advertisements dedicated to in- 
troducing the Men Who Build 
to the Men Who Sell. 





Thank you, Mr. Stein. 
Approval from you counts 
a lot, because we know what 
your word means. Quality- 
minded shoemakers like you 
recognize the quality of 





Darex shoe products and the part they play in the 
production of better shoes. 


DEWEY anp ALMY CHEMICAL COMPANY 





*darex products | 


Cambridge Chicago Montreal 

















~  *Reg. U.S. Pat. Off. 


1. THE CHOICE OF MME! 
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Meticulous attention to detail 
and a deep-rooted and steadfast 

assion for the highest possible 
shoe quality characterize Alec 
Stein. 

Born in Russia forty-five years 
ago, Mr. Stein came to America 
as a small boy and settled with 
his parents in Haverhill. He at- 
tended the Haverhill schools and 
in 1913 left high school to go to 
work in a shoe factory. There his 
first job was the beginners’ as- 
signment of sweeping floors and 
cuttingsmall pieces. In averyshort 
time he was cutting trimmings, 
soon after to become a full-fledged 
shoe cutter, with all the precision 
that trade denotes. In 1917 he 
temporarily left the shoe factories 
to work at Camp Devens, return- 
ing to shoes in 1919 in the leather 
business. After two years of this, 
he set up his own factory in 
Haverhill, making men’s slippers. 

Already he was gaining a rep- 
utation as an honest, able, and suc- 





it was in line with his ambitions 

that he should branch out into 

another side of shoe manufacture, with the estab- 
lishment in 1925 of the Hirshberg-Stein Shoe Com- 
pany, making 2000 pairs a day of women’s novelty 
shoes, a business which he equitably liquidated 
in 1930, in order to establish the Sterling Shoe 
Company. With Sterling, Alec Stein successfully 
pioneered in the making of women’s cement-process 
shoes, being one of the first in New England to hold 
a Compo license. Desiring to return to Haverhill 
hat from New York State, where the Sterling Shoe 


ein. 
ints 


ity- Company had meanwhile moved, Mr. Stein sold out 
you his interest in 1939 and came back to his home city. 
of Convinced of the need for a well-fitting, smart, 
the low heel shoe, Mr. Stein took five months to check 


his opinion with a oe | of the market. 

Satisfied that the need existed, he joined forces 
with Emmanuel H. Sulkis, known throughout the 
NY - ; 
al country as a premier shoe man, to form the Stein- 

Sulkis Shoe Company and to pioneer in specializing 





cessful young business man, and : 
y & ’ A. H. STEIN, Superintendent and Treasurer, Stein-Sulkis Shoe Company 


in this type of shoe. Special lasts were coigeet for 
the low-heel family, exclusive to Stein-Sulkis; they 
were in no way an adaptation of lasts then existing. 
Here at Stein-Sulkis, Alec Stein has specialized in 
this one type of shoe, making an poate mom moder- 
ately priced, well-built shoe for women and grow- 
ing girls. Evidence of the rightness of his —e 
is the coast to coast acceptance of his trademarke 
shoes, “Flex-Ems” and “Main-Streeters”, by the 
country’s leading stores. 

An original and resourceful thinker, Mr. Stein has 
been granted several Fang for machinery to im- 
prove various shoemaking techniques. No detail is 
too small to escape his attention, no problem too 
difficult to attack, in his effort to nahn bueien shoes. 
Quality- minded always, ambitious to put as much 
as possible into his shoe products, Alec Stein is a 

oung shoemaker of the old school, one who ranks 
high among the Men Who Know Shoemaking Best. 
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PETERS SHOE COMPANY «+ DIV: INTERNATIONAL SHOE CO. + SAINT LOUIS 
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Take it from me... that little woman’s a real soldier. Her 





% son Ted was lost at Bataan. Never mentions it... always 
cheerful . . . best worker down at the Red Cross, my wife says. Helps out 
at the USO too. She sent Punch and Judy... they're the twins... down 


yesterday. She knows I always see to it that they get the right shoes.” 


The confidence that so many mothers have in the local merchant 
who handles WEATHER-BIRD and PETERS DIAMOND BRAND 
SHOES is well-deserved. This man renders a real service to his com- 
munity. His reputation is built on an interest in his customers and 
on the performance of the shoes he sells . . . on Better Fit, Longer 
Wear, Comfortable Flexibility. Today, as always, WEATHER-BIRD 


and PETERS DIAMOND BRAND SHOES are made of the best 


available materials . . . by expert craftsmen ... over better lasts. No 


wonder they are the outstandirig va/ue-buy in children’s shoes! 


WEATHER-BIRD 


AND Sfexs DIAMOND BRAND SHOES 
FOR BOYS AND GIRLS 
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CHILDREN’S SHOE SHORTAGE 
Presents GRAVE PROBLEMS 


RECORDER Study of Situation Which Has Prompted a Flood of 
Complaints Reveals Widespread Impression that Lack of Under- 
standing in Washington Is Mainly Responsible—Need of Organ- 
ized Protest Seen, Lest Serious Injury to Health and Physical Effi- 
ciency of America's Younger Generation Result from Misfitting. 


by ANNE R. DAVID 


TO say that short-sightedness on the part of officialdom 
in Washington is threatening the foot health of the 
younger generation may sound like a strong statement, 
but, in effect, it is true. Government war agencies have 
provided for the footwear needs of the fighting forces 
and for lend-lease requirements, adequately and effi- 
ciently. They have, however, lost sight of the needs 
of the younger element of America’s civilian popula- 
tion to such an extent that there is a serious shortage 
of children’s shoes. Reports have come in to the 
RecorverR from various sections of the country indi- 
cating that the situation is steadily becoming critical; 
in some localities it is practically impossible to buy a 
pair of children’s shoes in the sizes that are in great- 
est demand. 

The causes of the condition are not hard to find. 
First in importance is the inability of manufacturers to 
maintain deliveries because of shortages in sole leather 
and in manpower. There has been an unprecedented 
demand for children’s shoes since the first of the year, 
and Easter children’s business surpassed by far any 
that had been done in recent years. 

How is all this possible under rationing? The 
answer seems to be that fathers have given up their 
ration coupons to the children to such an extent that 
the results have been alarming. In a survey of men’s 
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shoe stores, conducted recently, the question, “To what 
extent would you say men have relinquished their 
coupons to other members of the family?” was asked. 
Out of 113 replies, 35 merchants said “Extensively”; 29 
said “Have not noticed,” and 49 “Not to a great ex- 
tent.” In other words, 30.9 per cent of those replying 
to the survey—men’s shoe stores—had noticed an ex- 
tensive passing of coupons by fathers; 25.7 per cent 
had not noticed, and 43.4 per cent had not considered 
that the practice was extensive. Another indication of 
this practice would seem to lie in the fact that the men’s 
retail shoe business is off an estimated 25 per cent. 

The issuance of supplementary coupons to children is 
another important reason for this condition. It has 
been estimated that one child in three is given a sup- 
plementary shoe ration, thus swelling the demand for 
children’s shoes; some local OPA offices have been 
rather lenient in this connection. Add to all this the 
fact that some manufacturers making juvenile shoes 
are loaded down with war orders and you have the 
main causes of a serious, if not critical, situation. 

The retailer’s problem is clear enough. He has two 
alternatives—he can be honest and admit to customers 
that he cannot fit their children properly, thus losing a 
sale, but lifting from himself the responsibility for mis- 

[TURN TO PAGE 92, PLEASE] 
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CHILDREN'S 














Simple Yet Well Designed Shoes Will - 
Serve a Double Purpose in the Young- sta 
sters' Wardrobes. Because of Their a 


Simplicity, They'll Hamonize Equally ns 


ref 
Well with a Number of Costumes, and tio 
They'll Be Well Worth the Ration Cou- he 


pons You'll Collect When You Sell Them. to 








These youngsters are ex- 
tremely smart in their 
coats of Hockanum wooll- 
en. Photo courtesy of 
J. P. Stevens Company. 









Four shoes for sport and 
school. Left to right 

Ghillie treatment on a 
moccasin front oxford, 
permitted on a composi- 
tion sole; plain toe bal 
on a leather sole; the 
popular saddle combin- 
ing two surfaces, per- 
missible on a composi- 
tion sole; the gypsy 
seam U-throat oxford on 
a leather sole which has 
always been a _ good 
selling juvenile style. 








ALTHOUGH the number of styles put this type of sole on the Norwegian moccasin, thus - 
permitted in children’s shoes for Fall is necessarily making it possible to continue to cut this shoe which, o 
limited, the shoes which are being offered currently by for the past several seasons, has been one of the most . 
manufacturers are far from uninteresting. The frills are popular shoes in the children’s lines. The same is true fl 
gone; the variety is cut down considerably, but the of the saddle. The amendment to M-217 issued last “ 
shoes that remain are designed with one thought in February prohibited the manufacture of any leather 
mind—to offer the consuming public the best possible outsoles for moccasins oy saddles on heels lower than 
product with the materials at hand. The shoes which 11/8; consequently many manufacturers are featuring 
are going into stores at the present time are well worth — these styles on the composition sole; other manufac- 
the ration coupons which will be collected for them. turers of growing girls’ shoes are putting them on 
For sport and school, the beloved moccasin still leather soles with heel heights over 11/8. This pro- 
appears, but now on a sole other than leather. Versions vision became effective May 31st. T 
of the moccasin in oxford types appear in almost every The plain toe blucher, always a staple shoe and a - 
line on a composition sole containing, among other good seller, is still with us. Some manufacturers have a 
things, reclaimed rubber. Some manufacturers have put it on a wall last to give it a different look, but it is e 
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still the same simple but wearable shoe. Short shield 
tips, primarily of shark or some material which will 
stand scuffing, are in every line; so are straight tipped 
patterns, both of which are permitted by M-217. 

The gypsy seam oxford is appearing in a number of 
variations, all of them simple and conforming to WPB 
regulations, but all showing the effects of a concentra- 
tion on good shoemaking and good fitting, rather than 
superimposed ornamentation. Ghillie treatment on plain 
oxfords gives them a different look; this little decorative 
touch has always been a favorite with the younger set, 
and in a season of relatively plain shoes, the ghillie 


Four shoes for dress wear. Clock- 
wise, starting lower left — Popular 
one-strap vattern which is offered 
with a buckle or with a bow of fab- 
ric: stepin with gabardine insert and 
flat fabric bow; the favorite trimmed 
pump with a flat fabric bow; button 
strap model for the younger child. 


Three important patterns in the sport 
picture. Left to right—Peasant type 
oxford with gypsy seam, wall last: 
another moccasin oxford on a black 
rubber sole: nlain toe blucher on a 7 
wall last which gives it a new look. : 


Fall Styles Are ADAPTABLE 


stands out as an attractive number. Along with the 
ghillie, it might be well to mention the espadrille; this 
shoe, in the past year and a half, has been growing in 
favor with youngsters, high school and college girls: as 
well as their more sophisticated sisters. The school 
girls wear it on all sport occasions; the youngsters copy 
them and have adopted it as one of their own favorites. 
Simple and plain, the espadrille has nothing about it 
which will violate the M-217 provisions, and the fact 
that it has made a hit with the children on soles other 
than leather (you've all sold hundreds of pairs of these 

[TURN TO PAGE 101, PLEASE] 
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Fig: :* MOST IMPORTANT PART 
e@ OF EVERY SALE TODAY... 





with THE NEW BRANNOCK DEVICE 


NEW—Easier, more 
impressive width 
measurement 


~ 





Today the Brannock Scientific Foot-Measuring Device is demon- 
strating its greatest influence. It is helping shoe salespeople in 
shoe stores in every state in the nation to sell shoes with accurate 
fitting service. 

It is being used at Army, Navy and WAAC fitting stations to 
expedite with speed and certainty the accurate selection of the right 
sizes for our fighting forces. 

While calibrating the Brannock Device to regulation government 
lasts, we perfected several improvements which also increase the 
efficiency of the machine in measuring civilian feet. 


In the belief that under rationing, shoe merchants have a national 


responsibility to make every pair of shoes serve a long use purpose, 
we have brought out the improved Brannock Device NOW. Present 
in-the-war feet need the best possible attention, at every fitting 
stool in America! 


Take good care of your Brannock Device. It should last a lifetime. 
it is making American feet more fit for fighting; more fit for working 
and walking; more fit for growing. The Brannock Junior Fitting 
Devices measure from Baby's Size 0 to Misses’ Size 3. 


The BRANNOCK DEVICE 


427 SOUTH SALINA STREET 





HEEL to BALL measuremen} 
is essential to a correctly : 
fitted shoe ; 


Heel to Ball — Heel to Toe @ 
and Width...Simultaneously 7 
taken exclusively with the 
NEW BRANNOCK DEVICE 


Junior Model 


Adult Model $15.00 
Junior Model $12.50 


A special cooperative plan is 
open to you if you order 
the Devices from your shoe 


manufacturer. 


COMPANY 


SYRACUSE, NEW YORK 





















SERIES 






Dont give foot comfort | 
back to the Indions. You'll find 
comfort plus style,in Fortune Moxfords. ~ 


9? 





“| want that pair in the window... 


How many times have you heard one of your customers ask for a style in 





your window? Surveys have proved that a shoe retailer's windows are usually 
his best advertising medium—his best salesman. The more attractive, the more 
compelling your windows—the more traffic and sales you will have in your store. 
Fortune has a brand new program of merchandising for Fall—with colorful 


this display are only two 


advertisements in Life and Collier's. It's all designed for you, the Fortune sentative ahout them ... 


dealer, to help you sell America’s leading brand in the $5 to $5.50 price field. Your fered fer so little! 
LD oo oe oo 


Fortune representative has all the details . . . don’t miss it because it is the 


best in Fortune's history. 


* 


| FORTUNE aa 


SOME STYLES HIGHER 








The window panel above and 


of the 


window panels, displays, cards, direct mail—to back up a series of distinctive | colorful units available for 
Fall. Ask your Fortune repre- 


never 


| before has so much been of- 


= 






































FREE INTTYATIVE MORE EFFICIENT 
Than GOVERNMENT REGULATION 





EVERETT W. PERVERE 


“IT takes war and all the controls and regulations 
incidental to war to reveal what a tremendous and com- 
plicated task it is to supplant free enterprise, free mar- 
kets and private initiative in this business,” declared 
Everett W. Pervere, chairman of the board of the Tan- 
ners’ Council of America, in an address prepared for 
the opening of the Spring meeting of that organization 
at the Waldorf-Astoria, New York, May 21. “And I 
take that to include, not only tanning, but the world- 
wide functioning of hide and skin markets on the one 
hand and the production of leather and leather products 
on the other. In this entire field, the razor edge of com- 
petition controlled business with an efficiency which 
Volumes of regulations cannot hope to achieve.” In 
Mr. Pervere’s absence his address was delivered by 
William C. Hunneman, Jr., vice-chairman. 

“Now this same process cannot be duplicated by 
regulations, for with the best of intentions and the 
greatest of knowledge the government and its agencies 
cannot build a substitute for a mechanism developed 
over hundreds of years. We have to take it for granted 
that wartime controls must be ordered, amended, re- 
Yamped and improvised in order to meet all the unfore- 
seeable situations and all the changes brought about by 
the war itself. I offer this thought not as criticism but 
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Keen Edge of Competition Controls 
Business Much More Effectively Than 
Regulation and Regimentation, Everett 


W. Pervere, Chairman of Tanners’ 


Council of America, Tells Representa- 

tives of the American Leather Industry 

Gathered in Spring Session at the Wal- 
dorf-Astoria Hotel, New York. 


as a statement of fact which has this significance for all 
of us: The efficiency of the job done by the government 
depends in a large measure upon ourselves. It depends 
upon our ability to make problems clear when they 
arise, upon our ability to criticize intelligently, upon 
our willingness to offer experience and knowledge with- 
out stint. I believe that as an industry we have fulfilled 
those requirements, but if is a continuous job and neither 
business nor government can ever afford to become 
complacent about this hastily improvised structure of 
control and regulation. 

“One matter stands out today above all others. It 
was on the horizon last year and at that time it seemed 
pretty difficult to believe that our raw material prob- 
lems could be any more serious than they were. Every 
tanner now appreciates the significance of that old tag 
about a silk purse and a sow’s ear. Regardless of any 
other difficulty, anywhere along the line, we must have 
raw material to make leather. During part of 1942 the 
industry still had some fat on its back in the shape of 
reserves and inventories. These have been drawn upon 
and consumed until now we are literally working hand 
to mouth. The crux of the matter, of course, is in the 
import picture. We must assume that the agencies which 
control practically all hide and skin imports are making 
every effort to keep the flow of raw material to this 
country as large as possible. . . . Within the limits of 
shipping as spelled by military requirements for ton- 
nage and by the needs of other vital commodities, there 
must be a constant and unremitting endeavor to move 
to the United States every ton, every bale, every ‘parcel 


of hides or skins that can be handled.” 


71 





* Das oo ee 
an . * x 
ee 7 
, 
4s C 
4 
<> = ~ 


ss +. 5 





Every time the cash register rings — a 


ration coupon is collected. Every time an 
order is sent to the W. B. Coon 
factory — a ration bank check 


must accompany it. 


— Be oe > 


Orderly business is the rule in 
this and in every store selling 
W. B. Coon Shoes—bills must be 
paid if American business is to 
do its best. 





EVERY PAIR MUST RENDER SERVICE | i: 
little 
Coo 
Se 
Coo 
Nor a single pair should be bought — out of The practiced hands of skilled craftsmen rs 
. . . : build W. B. Coon shoes with the same care Bey 
line with the actual sizes and widths you need and attention to fine shoemaking that hes aa 
| in essential W. B. Coon Shoes. always been given to our corrective ion 
footwear. and 
| Everlasting vigilance to stock records will fron 
help you serve a customer with a fit and a size W. B. COON SHOES—SELECTIVE IN-STOCK stor 
| : . Dad SERVICE—is now on a war basis of operation— _— 
if you know your stock, pair by pair instead of utilizing only those materials not essential to our frier 
. ie military forces. dow 
style by style. Give her Style Selection if you can acu 
. =“ ; A—FREE TREADS: A related series of broad tread . 
| render it — but substituting another number is straight lasts. Coo: 
often advisable — the available size is the real B—OUTFLARES: A related series of broad tread Ame 
t . “ outflare-lasts. (Both of the above groups are tiali: 
answer to a war-time shoe fitting accuracy. available with the TRI-BALANCE insole as well offic 

as in the conventional welt construction.) 
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WB COON COMP ANY 37 canat STREET © ROCHESTER, Mil 






47 WEST 34TH STREET © NEW YORK € 4 





Women of all weights and 

sizes put different pressures 

upon their shoes—in walk- 

ing and standing—at work 

and at home—W. B. Coon 

Shoes cover all sizes and 
widths, 





A customer card is a franchise 
to friendship and a W. B. Coon 


T @) & ie | r N D S H | Pr ene is @ valuable asset, 


S ERVING the customer a little bit better than the “best 
of our ability” is the thing to do today. For ration 
coupons go where service is best for the feet — and a 
little bit more, and that’s all right too — because W. B. 
Coon Shoes give more in foot comfort and “‘smileage.” 

So says E. W. Gibson, proprietor of Gibson's Wilbur 
Coon Shop, 1924 East Sixth Street, Cleveland, Ohio — 
in the heart of the City where traffic is constant every 
shopping hour of the day. The slogan of the store is 
“For the Hard to Fit’’ and make no mistake about it, 
troubled feet beat a path to this door. What's more, 
merchant Gibson has a talent for remembering faces 
and names. While we were there, in stepped a lady 
from a distant coal town who had not been in the 
store for a period of five years, and believe it or not, 
merchant Gibson called her by name. The glow of 
friendship in the customer's face was a tribute right 
down Memory Lane. Needless to say — she was made 
a customer again. 

For customers with difficult-feet-to-fit find in W. B. 
Coon Shoes the necessary walking footwear to the 
American way of life — A rating of “selective essen- 
tiality” is imperative if women are to work in shop, 
office and home and to do their part to win the war. 


‘A FRANCHISE 





bar Miron dors + Priced to Retail at "EE 10 08 
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EVER since World War I, or the period immediately 
thereafter that marked the historic turning point when 
a substantial part of the shoe business ceased to be 
a staple industry and went on a “fast style” basis, manu- 
facturers have been trying to persuade retailers to place 
their orders earlier in the season. Their objective was 
to level out, in some degree at least, the peaks and 
valleys in production. Manufacturers’ dissatisfaction 
over delay in the placing of seasonal orders raised an 
issue that caused years of conflict between the associa- 
tions representing the two branches of the industry. It 
led to the inauguration of the November shows stage 
for a number of years by the National Boot and Shoe 
Manufacturers Association. It had much to do with 
the decision to advance the dating of the National Shoe 
Fair from January to November, which became effec- 
tive in 1942. Undoubtedly the retailers’ practice of 
withholding orders until the last minute constituted a 
production problem of the first magnitude. 

Well, the manufacturers don’t have to worry about 
that any more. Advance buying is back again, and back 
with a vengeance. Style show dates had nothing to do 
with it. It was the war that changed everything. When 
sales at retail zoomed and merchandise became more 
and more difficult to obtain, retailers did the natural 
and obvious thing. They rushed into this and other 
markets with early orders. But their foresight has by 
no means solved their merchandise problems. It may 
have helped in some instances, but factories are still 
besieged with inquiries from harried buyers who want 
to know when they can get their shoes. 

Elsewhere in this issue is an article telling of the 
acute situation that has developed in the children’s 


» branch of the industry, where a serious shortage of 


merchandise has appeared. Similar conditions, less 


“acute perhaps, but of the same general character, exist 


in women’s and men’s shoe factories. Leather and 
manpower shortages and the fact that the public has 
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been on a shoe buying spree are among the principal 
factors held responsible. 

Many retailers have already placed orders with New 
York sales representatives covering the major portion 
of their Fall requirements, including school shoes for 
boys and girls and collegiate types for girls and young 
women. Such a situation harks back to the time when 
retailers bought their shoes six months in advance, 
whereas a few years back, “the week after the Fourth” 
was traditional for the Boston Shoe Fair, an event 
which marked, for many big buyers, the customary 
time for placing early Fall orders. 

Retailers today, clamoring helplessly for shoes, say 
some manufacturers don’t even answer their letters. 
Factory men say they haven’t the time or the help to 
do so, bothered as they are with problems of man- 
power and supply. Retailers are flocking to Duane 
Street and other wholesale markets looking for what- 
ever they can pick up to fill the holes in their stocks. 


ANOTHER development that has come about as a cor- 
ollary to this situation is a growing number of com- 
plaints on the parts of retailers that they are being 
discriminated against in the allotment of available shoes 
by manufacturers from whom they have bought in the 
past. There is a clause in Footwear Conservation Or- 
der M-217 which provides that “In making sales or 
delivery of any footwear, no person shall make dis- 
criminatory cuts in quantity or quality between former 
customers who meet such person’s regularly established 
prices, terms and-eredit requirements, or between 
former customers and his own consumption of said 
footwear.” While most manufacturers are endeavoring 
to live up to the spirit of this regulation, it hasn't 
proven of much help to those retailers who would obvi- 
ously be the first to suffer from a merchandise short- 
age, namely those who have been delinquent in meet- 
ing past obligations or who are considered doubtful 

[TURN TO PAGE 84, PLEASE] 
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DO ARCH SUPPORTS 
HELP CORRECT ? 


“Yes!”, says Orthopedic Science, “if they 
are ADJUSTABLE and used with exercise” 


OUR ADVERTISING IS MAKING THE PUBLIC | 



















































—~ 
CONSCIOUS OF THIS FACT! 
There are probably over 30 MILLION sufferers 
from Arch Conditions in America. This will give 
you an idea of the tremendous potential sale for 
pal DR. SCHOLL'S ARCH SUPPORTS! 
ew America is fast getting foot conscious in a big way. The facts of foot 
ion economy are at last becoming better understood and appreciated. This 
for WHY enlightened public opinion, among other things, is resulting in a tremen- 
ing Individualized dously increasing demand for Dr. Scholl’s Arch Supports, and the realiza- 
hen CORRECTION WITH tion that no so-called “arch support” shoes can take their place in relieving 
ce, DR. SCHOLL’S ARCH and correcting foot arch conditions. 
th” SUPPORTS IS SO 
EFFECTIVE DR. SCHOLL'S NATIONAL ADVERTISING 
re No person’s two feet are Our big — advertising in the leading national maga- 
a exactly alike. One may be zines, and the influence of over 150,000 Physicians 
ogee to a slight degree, whom we are reaching through the ethical press, are 
say a a ee helping to shape public opinion to these ends. 
ors. ly jndividualized ’ This gigantic reservoir of pent-up demand—amillions of foot 
t ee ‘eee on a arch sufferers—is now being tapped by us through our large 
a tomer’s individual needs. scale advertising. Shoe dealers from Coast to Coast are doing ‘ 
an- a record business in Dr. Scholl’s Arch Supports. 
oe ARE YOU IN THIS PICTURE? 
iat Are YOU alive to this newly awakened public demand and 
taking advantage of it by feacuring and preaching the virtues of 
Dr. Scholl’s Arch Supports? Don’t let this highly profitable 
business slip through your fingers and into 
or the hands of your competitors. The demand FREE HOME STUDY COURSE 
ym- has only started. It will grow bigger and big- Our Educational Department eters Shee Dealers and thelr 
. You meet these specifica- ger in volume as time goes on. With the small Salespeople a free Correspondence Course on the fitting 
ing tions when you &t. Dr. investment necessary to have a complete line | 2n4 ‘line. of Or. Ssholl's FOOT COMFORT Appll- 
oes Scholl’s Arch Supports. yo) yan hogy sich Arch — mere fraction 
Diese detened § of what it takes to st 
the oad dame “corrective” shoes — and . THE SCHOLL MFG. CO., 
Dr- arch weakness, they are So gre ene 7 get Dt Scholl's INC. 
MOLDED t h person’s in Dr. oll’s—could you 
s ow LE. on Dr ask for anything. beter? FOOT COMFO 213 W. Schiller St., Chicago, lil. 
P Scholl’s Arch Fitter. Then, Of this lucrative Dusi- Femara dgpme i I . New York C 
ner by periodic adjustment and ness and you'll GET it. SERVICE o8 W..068 Sh. Sow od 
ed exercise, as the condition Start NOW! 112 Adelaide St., E., Toronto 
, improves, the arches are 
en gradually restored to nor- 
aid mal. Fit them properly and , 
you'll have a loyal cus- 
ing tomer every time. 
n't No such results are possi- oo 
P ble in the ready-made “arch 
vie support” shoes of one 
yrt- standard elevation to fit all 
+ 11S ARCH SUPPORTS 
fal Satisfy your customers—fit 
fu them with DR. SCHOLL’S 
3) ARCH SUPPORTS! AND APPLIANCES AND REMEDIES FOR ALL COMMON FOOT TROUBLES 
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THE shoe manufacturers of St. Louis are gradually 
getting their sea legs after months of rocking the boat 
by WPB and OPA. Not that they find the going any 
easier; they simply are becoming inured to sudden 
shift and rapid fire change brought about by wartime 
restrictions. With rationing and inventory controls set 
up, St. Louis now feels that industry is entitled to a 
breathing spell of at least a season, that the shoe busi- 
ness has been stripped down to bare essentials, that 
further stripping would probably contribute little to 
conservation of manpower and materials. This senti- 
ment is expressed in no uncertain terms when the ques- 
tion of the wartime utility shoe is brought up. 

Some of the restrictions placed over shoe manufac- 
turing have tended to simplify operations. Plainer pat- 
terns have certainly eased the fitting room problem. 
Fact is manufacturers in most cases no longer sell 
patterns; they simply sell shoes based on the materials 
in hand and immediately available. The salesman’s job 
today is one of keeping allotment and quota records. He 
directs his sales ability at his boss, trying to get larger 
quotas for his own accounts. Shoe samples have yielded 
their former important position to the “delivery date.” 
Today large quantities of shoes are booked by St. Louis 
houses without the buyer ever laying eyes upon the 
actual sample. Yes, some phases of shoemaking and 
selling in particular, have become less complex. At the 
same time the job of maintaining an even and sufh- 
cient flow of materials has increased tenfold. 


PRODUCTION is the paramount problem, due both to 
manpower and material shortages. Under the freeze 
order of WPB, St. Louis factories will produce about 
20 per cent fewer pairs from March first to September 
first, than were made in the same period of last year. 
Some of the specialty make-up factories have been more 
severely affected by the order than those factories mak- 
ing staple types. This is brought about by the fact that 
dealers cancelled orders in June and July of last year, 
when the first rumors of inventory control were heard, 
thus lowering production during the last six months of 
last year. It is understood that some relief has been 
granted by the government in the most severe cases. 
Despite the apparent paradox, some of the plants here 
find it possible to make more shoes if they are per- 
mitted te do so. 

Final production figures for March show 7,158,369 
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pairs produced in the Eighth Federal Reserve District, 
which covers the St. Louis shoemaking area. This 
figure is 3 per cent above that for February, but 9 per 
cent below March, 1942. (This figure compares with 
a drop of 7.1 per cent for the entire country in the first 
quarter as against a year ago, according to a recent 
government report.) April, May and June production 
for the St. Louis area is expected to show an even 
greater drop. In fact, St. Louis shoemakers are sur- 
prised over the fact that they have been able to main- 
tain production as well as they have in light of the 
extremely tight sole leather and upper leather supply 
situation. 


THE shortage of shoemaking help has been acute for 
many months and, of course, is expected to remain so 
for the duration. In recent weeks, however, the sit- 
uation has shown signs of becoming more stable. Dur- 
ing May four St. Louis shoe factories lost some pro- 
duction which they are now gradually making up. The 
workers of these plants walked out in protest against 
the decision of the arbitrator in a wage dispute. They 
called the walkout a “holiday” and not a strike and 
remained away from their jobs for seven working days. 
The arbitrator had granted an increase of 3.2 per cent 
based upon the Little Steel formula. The workers 
demanded 7 per cent increase. The manufacturers had 
little or no choice in the matter since their prices and 
grades are frozen by government regulation. 

The case is now in the hands of the War Labor Board. 
During the workers’ holiday the entire St. Louis market 
showed definite anxiety over the situation although only 
four factories were involved. Rationed shoes at that 
time had not been classified as “essential” along with 
Army, Navy and industrial shoes and there was the 
possibility that many of these shoemakers might go 
into war plants and thus be lost to shoemaking for the 
duration. But upon ending the holiday and returning 
to their jobs, a checkup showed virtually every one 
came back. Absenteeism was no more than normal. 


Since Pearl Harbor women have replaced men in 
many of the shoe factory operations in the plants of 
the St. Louis district. Such operations as leveling, edge- 
setting and finishing have been taken over by feminine 
hands and performed successfully. The great general 
line warehouses here are now employing women in 
handling and packing operations. 
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Rich brown Scotch grain 
leather. DURA-TUFF out- 
sole. Leather heel. 


WINTHROP SHOES 
Priced to Retail at 
$550 sQ50 

to 
Backed by national adver- 
tising in COLLIER’S, SAT- 
URDAY EVENING POST AND 
ESQUIRE. 


Winthrop Juniors 
$4.50 - $5.00 + Sizes 1-6 


SAINT LOUIS 





June !, 1943 


LT UTEN MM: 


WINTHROP SHOE COMPANY 


DIVISION: INTERNATIONAL SHOE CO. 


It's DURA-TUFF, Winthrop’s remarkable, impregnated 
composition sole. Your customers will like it because Dura- 
Tuff offers them one whale of a value for their shoe coupon. 


Built to outwear the highest grade of sole leather now avail- 
able, Dura-Tuff is nevertheless soft, flexible and light in 
weight, insuring real easy-going comfort. Further, because 
Dura-Tuff soles are highly impregnated with cotton fibers, 


they contain a minimum of carbon and, therefore, will - 


mark floors less. 












77 





=a 


RECORDER 


REPORT S 


INDUSTRY 


TO THE 





fE0sTOw 





SUMMER arrives officially on June 21. It always has. 
There have been June 21’s in years not far in the past 
which have found the merchants industriously seeking 
promotional stunts designed to move the odds and ends 
accumulated during the rush of Spring selling—mostly 
whites and some of the less hardy perennials. This year 
they may be lucky to receive them by that date, since 
material shortages, labor shortages and a few other 
causes have conspired to delay deliveries from 30 to 
60 days. Basic stocks, it is true, came in on time, or 
nearly so, but fill-in orders, placed weeks ago, have not. 
This is not really as important as it seems, however, since 
there has been a more-or-less expected falling off in 
demand. Where conditions hurt is in the store’s in- 
ability quickly to replenish stocks of the darker shoes 
—blues, browns and blacks, particularly blues which 
are selling like the proverbial hot cakes. 

Quota selling, adopted by the manufacturers as the 
only possible way of treating all customers fairly, and 
becoming stricter with every day that passes, is expected 
to add somewhat to the general grief during the Summer 
and early Fall. Many merchants, quite willing to accept 
their Fall shoes even as early as today, find that none 
can be shipped before July 1 and then only a small 
percentage of orders which were placed, in some cases, 
as early as last March. 

By and large, however, merchants are taking things 
calmly in this part of the country, each solving his 
problems in different ways. Some are pushing lines of 
low-priced, ration-free play shoes as a way of getting 
extra pair sales; some are electing to discourage any in- 
crease over last year by deliberately refraining from 
practically all types of promotional effort. There 
are few handling the better grades, at least, who do not 
show an increase over last year at this time of from 10 
to as high as 40 per cent. 

Here and there is found a pet peeve such as the 
presence on retail shelves of sizeable stocks of evening 
slippers—unhonored, unsung and unsold. Some of these 
are of the gold and silver type; most, however, are white 
satin—“dyed any color to match your evening gown, 
Madame.” It seems only logical to some merchants here 
that the Office of Price Administration should be urged 
to forget its inhibitions for a short time, place these 
shoes—those now included in retail stocks—on the free 
list and allow the merchant to get rid of what otherwise 
will soon be merchandise unsaleable at any price. White 
satin soon ceases to be white, it is pointed out. 
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Interest in manufacturing circles continues to center 
around the point-rationing system proposed about three 
weeks ago by the New England Shoe and Leather Asso- 
ciation. Curiously enough, even on the part of those 
companies making the higher-grade shoes, the per capita 
purchase of which would be cut from three pairs per 
year to two by the provisions of the proposed system, 
there is no open opposition. And strong support has 
come from labor, particularly in Lynn and Haverhill, 
where trade union representatives make it abundantly 
clear that they regard the manufacture of ration-free 
shoes as a menace to employment. Their arguments 
are two jn number: Only one bottoming operation is 
necessary in attaching a pair of these non-leather soles, 
as compared with several used in shoe making after the 
leather sole has been attached; and, at least in the case 
of some of these shoes, the soling material is so poor 
that they fear wholesale cancellations when a disillu- 
sioned public starts a fight with merchants handling 
them. 


THESE men estimate that Haverhill’s production is 
now 50 per cent on non-rationed types. They point to 
the fact that employment, in the face of increasing pro- 
duction, is off 15 per cent from January figures. One 
man has figured out that if 60 per cent of a manufac- 
turer’s production is given over to making non-rationed 
types with synthetic soles of the kind which he has in 
mind, workers concerned with bottoming the shoes need 
work only 20 per cent of the time in order to keep well 
abreast of the rest of the shop crew. 

Brockton and South Shore factories generally are at 
or near capacity, if one accepts the newer definition of 
capacity as being that state in which all obtainable 
material is quickly transformed into footwear. Not 
news, but still worth commenting on is the fact that 
about 60 per cent of the district’s production of men’s 
shoes is for the military service; the remainder for 
civilians. Some companies show 85 per cent as against 
15; others are about on a 50-50 basis. 

New England production as a whole, however, is not 
holding up to the national average. Statistics compiled by 
the New England Shoe and Leather Association, based 
on figures furnished by the Bureau of the Census, show 
that, while the country as a whole manufactured 8 per 
cent fewer shoes in March, 1943, than in the same month 
a year ago, the New England states showed a loss of 
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That 3-pairs-a-year ruling makes them think 
about durability in shoes. Today's active 
living puts a premium on healthful com- 
fort. And, of course, the ladies (and the 
men) are always concerned with good looks. 


All of which creates a situation made to 
order for Gallun’s Cretan Calf. This sturdy 
but suave vegetable tannage, with 
its luxurious first-step softness that 
laughs at sun and rain, its rich 


Wee 


And that means they buy more of 
your shoes of 


Gana, \. 








beauty of finish and color, is an excellent 
good-will ambassador for you these days. 


Notice how handsomely this smooth, un- 


glazed calfskin fits into the timely style 
show above. 


Let the Gallun numbers help you meet 
the challenge of that second thought. Check 
them on your next order to almost any 
leading manufacturer. A. F. Gallun 
& Sons Corporation, Milwaukee, Wis. 
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NORWEGIAN CALF . . . hand-boarded grain *” CRETAN CALF . . . smooth but not glazed oe ESKIMO CALF . . . water resistant 
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LEATHER shortages appear the number one production 
problem, with manpower a close second among shoe 
manufacturers in Chicago and the Middle West. While 
production problems increase and deliveries fall behind 
in factories, retail business throughout the area con- 
tinues normal and in some instances better than normal. 

A survey of leading shoe factories in the Chicago area 
reveals the leather market tighter than it has ever been, 
with no prospects for improvement very soon. Some 
factories, due to the fact that they had a good backlog 
of leather, have been able to keep up with production 
so far, but indications are that there will be shortages 
that will prove a handicap from now on. Leather buyers 
are combing the market and are having a hard time, 
not only finding what they want but getting what they 
need. 


SOLE leather is naturally the greatest problem, so 
much so that practically all men’s factories are selling 
on allotment, so many pairs with leather soles and so 
many with composition soles. In some instances this 
policy operates on a 75 per cent to 25 per cent ratio, 
the smaller figure representing the composition soles. In 
other cases it is a 50-50 proposition. This situation has 
not arisen in the women’s business as yet, but it is by 
no means an impossibility that it may. 

Some of the women’s factories frankly admit they are 
using the poorest grade of sole leather in the history 
of their operation, and even the poor grade, which 
includes supplies from South America, is hard to obtain. 
There are also severe shortages of upper leathers and 
linings reported by all factories. Wooden heels are 
proving a bottleneck in a number of women’s factories. 

A number of factories are beginning to use synthetic 
and substitute materials in an attempt to overcome these 
shortages. Some, including plastic soles and heels, are 
already in production, and others, including various 
new synthetic soles other than plastic, are in the experi- 
mental stage with manufacturers looking to the day 
when they may be forced to use them to keep up pro- 
duction as needed. 


THE manpower situation, report factory representa- 
tives, continues to get worse, due to the increasing diffi- 
culty of obtaining skilled labor. Since in many shoe 
factories the majority of skilled help is over the 38-year 
age-limit, the loss to the armed forces has been com- 
paratively small. The heaviest drain has been into the 
better paying jobs in war industries, and in some sec- 


tions of the country this has been nearly disastrous to 
some factories. Women replacements range from 10 
to 25 per cent of the force. Some factories are not using 
them on machine jobs, yet some have placed them in 
the cutting rooms where they have worked out most 
satisfactorily. One large factory in this area is con- 
sidering establishment of a training school for women 
machine operators. 

Not all the factories are currently over-sold, although 
the majority take orders on an allotment basis. Some of 
the men’s factories have had cancellations due to the 
fact that a good share of coupons are going for women’s 
and children’s shoes. Some retailers prefer to concen- 
trate on this end of their business. However, this is in 
no way to be construed that the men’s business isn’t 
good, for it is. There has been some leveling off in dress 
shoes and some stores are replacing this stock with steel 
toe safety and industrial shoes. Men can secure indus- 
trial certificates for the latter and don’t have to give up 
what most of them regard as a “family” ration coupon. 


REPORTS on the delivery situation were spotty and 
varied, although there are far more factories behind in 
orders than there are up to date. Several children’s 
houses are reported sold up to Oct. 1 and deliveries run 
from six to eight weeks. The same delivery period 
exists in many of the women’s and men’s lines. One 
factory reported, “If an order were placed today we 
couldn’t deliver on it for 90 days.” Another report 
read, “We have shipped over 85 per cent of all our 
orders taken and expect to complete the 15 per cent this 
next two weeks. Our returns and refusals and cancel- 
lations were about 11 per cent of all the orders the 
salesmen wrote up for the season.” 

There appears to be a scarcity of boys’ welts every- 
where and there are shortages of children’s shoes, par- 
ticularly in the higher price brackets. The women’s 
novelty and dress shoe situation is a little easier. Most 
slipper lines are sold up, and it is evident that there 
will not be enough te go around. One explanation for 
the heavy drain on the slipper supply is this. Previously 
the house and boudoir slipper business was largely a 
gift proposition. Now, however, because this is non- 
rationed merchandise women are buying them them- 
selves to wear around the house and in some cases to 
wear as play shoes. 

Judging by orders placed at the Fall Shoe Show of 

[TURN TO PAGE 84, PLEASE] 
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Sidelights on 
Sole Leather 


[CONTINUED FROM PAGE 34] 


grades or types of sole leather not 
employed by the armed forces must 
necessarily be inferior. This assump- 
tion is incorrect because military re- 
quirements must conform to standard- 
jzed specifications which are by no 
means exclusive criteria of inherent 
value. Soles for Army or Navy shoes 
may not contain more than a minimum 
of superficial blemishes, but such blem- 
jshes do not reflect upon the true dur- 
ability and value of leather. It is a 
little known fact that European con- 
sumers have never placed any store on 
the same indexes of quality to which 
American manufacturers, retailers and 
consumers have been educated. On 
the contrary, Europeans have commonly 
placed greater value on hides and 
leather with such blemishes on the sur- 
ace as tick marks. It may not be 
possible, of course, to modify or change 
consumer standards in the United 
States, but trade emphasis should cer- 
tainly veer away from needlessly dis- 
counting and deprecating present qual- 
ity. Only top quality leather is taken 
by the Army but this does not mean 
that top quality leather is totally un- 
available for civilians and many grades 
or descriptions which the Army will 
not take can yield comparable satis- 
faction in durability and performance. 

Before the amendments to the shoe 
conservation order were issued this 
year and before rationing was estab- 
lished, the crucial question before the 
shoe industry was: What is the pairage 
equivalent of potential sole leather sup- 
plies? The importance of that question 
has been somewhat qualified by the 
restrictions on shoe output and con- 
sumption. Since total volume is limited 
the vital problem now is whether suf- 
ficient soling material will be available 
t) meet aggregate consumer require- 
ments as spelled out by M-217 and by 
shee rationing. From this point of 
view the prospect is much more en- 
couraging than if supplies were re- 
quired to fill almost unlimited shoe de- 
mand. According to present sole 
leather production data, it is likely 
that 350 million pairs or more of civil- 
ian shoes may be made this year. This 
round estimate includes not only 
leather soled shoes but the footwear 
¥hich will be sold with the rubber com- 
position made permissible by WPB. 
With production at this level for 1943, 
the shoe ration tentatively set at three 
pairs per annum would prove feasible. 

There is always the possibility that 
unforeseen developments in the war 
may create a greater drain upon civilian 
supply than is now contemplated. How- 
ever, in sole leather at least it appears 
that a basis has been reached which 
comes very close to approximating 
“bed rock” for the civilian economy. 
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A study of the specially graded lasts over which 
Health Spot Shoes are made shows that they are 
held to one length on each size, regardless of width 
(see illustration). 

This method of last grading is a boon to the shoe 
fitter because it completely overcomes the confusion 
which results in fitting when the shoe length is 
affected by changes in width. 








Still another advantage of this scientific improve- 
ment toward more correct shoe fitting is the addi- 
tional foot comfort that results for the wearer. 


In this day of controlled shoe buying when the ration 
stamp must bring its owner the greatest value in 
comfort and service, the excellent fitting qualities of 
Health Spot Shoes attain even greater importance. 


The ever-growing demand for Health Spot Shoes 
increases the importance of the Health Spot Shoe 
fitter’s role, for in him is vested the responsibility of 
fitting each customer intelligently and skilfully. 








ATTENTION: ORTHOPEDIC SHOE FITTERS 


Let us help you to locate where you can do the most good 
for those who need corrective or orthopedic shoes. Write 
for application. 











ATTENTION: SHOE MANUFACTURERS 


Let’s all resolve to do a better job. Hundreds of thousands 
of “shoe-cripples” testify to the need for improvement in 
the shoe industry. 


MUSE 





Danville, Illinois 














Sees Need of Leather Promotion 


Merrill A. Watson, Executive Vice-President of 


Tanners’ Council, Stresses Speed with Which 


Leather Substitutes Are Developing in Address 


at Opening of Spring Meeting in New York 


AT the 1943 Spring meeting of the Tanners’ Council of 
America, held May 20 and 21 at the Waldorf-Astoria, 
in New York, a meeting that attracted the largest 
attendance present at any recent gathering of the leather 
industry, speakers representative of both the industry 
and the government discussed a wide variety of sub- 
jects of vital wartime business interest. 

Taking as his topic “The Road Ahead,” Merrill A. 
Watson, executive vice-president of the Council, devoted 
his opening day address in the main to a consideration 
of some of the post-war problems confronting the 
leather industry. In this connection, Mr. Watson devoted 
an interesting part of his address to the subject of 
leather substitutes. 

“Not all of us,” Mr. Watson observed, “are fully 
aware of the speed with which substitutes are develop- 
ing. Shortages of supply alone prevent a substantial 
increase in use of plastics in shoes. There are constant 





MERRILL A. WATSON 


experiments with cotton, wood and many other types 
of material in a search for satisfactory shoe materials, 
The problem of what will be done with the new syn- 
thetic rubber plants after the war, if we can judge by 
the news, has not yet been settled. We may guess, 
however, that both natural and synthetic rubber will 
be used, and as a consequence, there will be new sup- 
plies of this material available for the shoe field.” 

Later in his address, Mr. Watson again referred to 
potential post-war competition of new materials and the 
desirability of meeting that competition in a positive 
way, when he said: 

“I believe that tanners will be forced to give more 
attention to the merchandising of their product. Tan- 
ners have for years been production minded. This 
attitude may well be a legacy from eighteenth and nine- 
teenth century experience when leather was always in 
short supply and always wanted. In our times, con- 
ditions have changed. There is normally severe com- 
petition between producers, between various types of 
leather, and between leather and substitutes. Tanners 
must become better leather merchants and they must 
utilize modern marketing practices and marketing tech- 
nique. Tanners’ sales organizations, following the war- 
time period of sellers’ markets, will require a thorough 
change in point of view to fight for postwar business. 

“In this connection I know that a number of tanners 
are disturbed by the lethargy that the industry as a 
whole displays in the face of developments in substi- 
tutes which will act to curtail our markets. Let me 
make my position clear. I am quite aware of the fact 
that new products will continue to come on the market. 
We expect that products will be developed which will 
be better than leather for a number of uses. There is 
no one in this field today, I think, who would undertake 
to question the place of rubber heels, for example. But 
at the same time, we see products taking the place of 
leather which are definitely inferior to leather. Where 
this industry has a product that has definite advantages, 
it has a story to tell to the consumer about the merits 
of its product. The theory that the public will beat a 
path to our door has been found wanting. 

“There has been a great deal of misunderstanding 
among tanners on this subject whenever it is mentioned. 

[TURN TO PAGE 101, PLEASE] 
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FOOTWEAR FACTORY, WATERTOWN, MASSACHUSETTS 
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Promotes Non-Rationers 


© Phip ached bidebin acuff Black, bher, brown. 
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New York. — “Non-rationers for vacationers" was the 
heading of this attractive ad featured by R. H. Macy & Co., 
recently. Slippers were shown for “Stay-at homes", while 
play shoes, unrationed, were illustrated for “Play-near 
homes". The two decorative touches were appropriate. 





Recorder Reports to the 


Industry 
New York 


[CONTINUED FROM PAGE 74] 


credit risks. Nothing in the clause prevents a manu- 
facturer from cutting off the supplies of a retailer who 
thus fails to measure up to the manufacturer’s estab- 
lished credit standards. 

Ration banking has been causing some confusion, 
but OPA intervened in an effort to straighten matters 
out when a deadlock appeared to threaten the orderly 
working of the system. Some manufacturers were de- 
manding “ration payment with order,” not realizing, 
perhaps, that retailers ordinarily do not have enough 
ration currency to their credit to pay for shoe orders 
placed months in advance of anticipated shipping dates. 
For this very reason, OPA explained, the time for ration 
payment was made flexible to allow for ordering shoes 
in advance. 

Where a manufacturer and a retailer have had satis- 
factory business relationships over a period of years, 
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little difficulty is reported. An instance was given, 
however, of a manufacturer who asked for coupons from 
a store before beginning to cut make-up shoes for Octo. 
ber delivery. Another store, which is a very good 
customer of the same manufacturer, reported no such 
requirement. 

Another manufacturer is adding to the storage space 
in his factory in order to hold shoes for some of his 
customers until they have accumulated enough coupons 
to pay for them. In the case of still another manufac- 
turer, a form letter to a few accounts clarified the sit- 
uation so that coupons were sent in on time and the 
system proceeded smoothly. One retailer reports that 
certain stores acting as a group in cooperation with 
OPA are now working out improvements for a smoother 
functioning of the system. 

As the prospect of a serious lack of sole leather 
looms, more manufacturers are considering the need for 
substitutes. Many ideas are being worked out in plas- 
tics or fabrics impregnated with plastics or rubber com- 
pounds. In general, the high grade manufacturers in 
the New York area have been slow to take up this idea. 
The plastic sole has appealed to them as the most satis- 
factory and the best looking. Several factories are now 
trying these out. Others, however, are still waiting for 
the time when necessity makes it imperative for them 
to use substitute sole materials. 





Chicago 
[ CONTINUED FROM PAGE 80] 


the Chicago Shoe Travelers Association, held at the 
Hotel Morrison recently, greatest demand in women’s 
shoes is for the welt and walking types. Black and 
brown suede, with brown the top seller, were first in 
demand. Brown suede spectators, alligators and simu- 
lated alligators, all types of calfskin sold well. Stepins 
lead the dress shoe demand. 

Reports from retailers and shoe buyers in this area 
are that current business is about as normal and in 
some cases above normal. Whites and Summer shoes 
of all types and in all colors are selling well, thus dis- 
pelling the fear that women would not give up a coupon 
for short-season shoes. General estimates place the per- 
centages of unused shoe ration coupons at about 30 
per cent of the total. Retailers look for a rush of spend- 
ing during the final two weeks of the ration period. 





Boston 
[CONTINUED FROM PAGE 78] 


13 per cent. Total production in Massachusetts, New 
Hampshire and Vermont during March was 14,341,389 
pairs. For the first three months of the year, production 
totaled 38,934,711 pairs. The percentage decreases by 
states during this three-month period were: Massa- 
chusetts, 12 per cent; New Hampshire, 15 per cent; 
Maine, 15 per cent. 
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TREE 


( FULL TYPE ) 


A PRIORITY FREE ITEM THAT YOU CAN 
MERCHANDISE FOR THE DURATION 


The new ALL WOOD “V” Tree is an adaptation of the regular 
Miller Shoe Trees except that metal parts are replaced with strong, 


In demonstrating the ease and simply constructed parts of wood. 
speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes 
pencil to solid end of pin, will find that the V tree is made for long and efficient service. 


Its smart walnut stain finish attracts the eye and its easy to change 
adjustments will please the practical buyer. 

The demand for V trees is already proving that they are an easy to 
move profit maker. The need and the demand for a tree like this is 
growing. 

Made in all sizes and widths corresponding to Men’s shoe sizes. 
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0. f A. MILLER TREEING MACHINE co., PLYMOUTH, N. H. 


Branch of United Shoe Machinery Corporation 
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YOUR PART IN THE 


WARTIME DISTRIBUTION 


OF INFANTS’ AND CHILDREN’S SHOES 


With children’s shoe production limited by law, 
every retail distributor of infants’ and children’s 
footwear becomes a trustee of the uniform distri- 
bution of the nation’s supply. The job today goes 
beyond selling for profit alone. It is up to us to see 
that American children are provided with one pair 


of well fitting shoes when a size change is needed. 


PRODUCTION WILL BE LEVEL 
... BUT WHAT ABOUT DISTRIBUTION? 


Manufacturers will spread their allowed produc- 
tion uniformly over limitation periods to keep 
their plants going steadily . . . to prevent lay-offs. 
If, at the start of a limitation period, retailers 
order their share of a manufacturer’s production 


for that whole period, many shipments will be 
held up for two and three months. Meanwhile, 
many retailer’s stocks will vanish, defeating the 


purpose of allocation. 


WHAT YOU CAN DO TO HELP 


Keep orders small. Place them more often. Order 
not more than one-third of your share of a manu- 
facturer’s production for a given period at one 
time. Try not to sell more than one pair to a cus- 
tomer. There will be more shoes later . . . good 
ones, too. Keep your stocks simple. Concentrate 
on sizes, not patterns. Do these things and you 
will help maintain level distribution . . . will help 
the OPA and WPB safeguard the foot health of 
tomorrow’s citizens. _ 


BABY DEER SHOES x* x 


TRIMFOOT PRE-SCHOOL SHOES 


TRIMFOOT COMPANY <x FARMINGTON, MISSOURI 
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Report Slow-Down in Volume of Sales 





New York Shoe Stores and Departments Suffer Slump in Men’s and 
Women’s Business. Few Stores Report Good Children’s 
Business. Sharp Upturn in June Expected 


by ELEANOR 


New YorRK—A slowing down of busi- 
ness since Easter is the general condi- 
tion in shoe stores and departments in 
the metropolitan area. Lack of coupons 
is the explanation given for the falling 
off of the men’s business—lack of cou- 
pons and the fact that many of the 
younger men have entered the armed 
forees or will soon be entering and do 
not consider it worth while to invest 
in civilian shoes. Many men have given 
their coupons to their wives or their 
children. One retailer said he is look- 
ing forward to selling plenty of shoes 
to college girls because so many of 
them will have extra coupons from 
their fathers. While women are not 
complaining of lack of coupons, many 
of them are still confused as to the 
best way of spending their number 17’s, 
according to a retailer of style shoes 
in the New York area. Another buyer 
for a large women’s shoe department 
says he expects there will be a rush of 
business to spend number 17 just be- 
fore the June 15th deadline. 

Men’s shoe stores do not expect to 
sell sport shoes this Summer. The all- 
white will sell to Navy officers, but 
otherwise the all-white shoe is not 
slated for any popular acceptance. Tan 
and white shoes are pretty well out of 
the picture. The Summer shoe that is 
expected to sell, however, is the venti- 
lated or woven shoe in tan leather. Cus- 
tomers are looking for better grade 
merchandise in men’s shoes, as well as 
inWomen’s and children’s. 

Good business is being done in chil- 
dren’s shoes by a number of stores. 
One family shoe store reports “phe- 
tomenal” selling. There seem to be 
‘llenty of coupons around” for chil- 
dren’s shoes, according to a children’s 

nt in a family-type of store. 
These merchants find that the parents 
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are giving up their coupons for their 
children and that the mothers are more 
anxious to outfit their children than 
themselves. In addition, they say, the 
OPA is being very generous in giving 
relief on children’s shoes. So far, these 
stores say they have not lacked mer- 
chandise, although deliveries have been 
slow here as in all the shoe depart- 

[TURN TO PAGE 98, PLEASE] 





New York Store 


Features Platforms 
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New York.—interesting shoes handled 
in an interesting way made this Bonwit 
Teller ad outstanding when it appeared 
in a@ New York paper recently. Note 
how prominently the shoes are displayed. 





Contracts Awarded 


For WAAC Shoes 


Boston, Mass. — It is announced at 
the Boston Quartermaster Depot that 
contracts have been awarded to 13 
manufacturers to make a total of 385,- 
066 pairs of women’s low service shoes 
—the type currently being issued to 
members of the WAAC. The following 
concerns participate in the award: 

Marshall, Meadows & Stewart, Inc., 
Auburn, N. Y., 54,000 pairs; United 
States Shoe Corporation, Cincinnati, O., 
50,000; George E. Keith Co., Brockton, 
45,000; Selby Shoe Co., Portsmouth, O., 
45,000; E. P. Reed Co., Rochester, N. 
Y., 40,000; Dixon-Bartlett Co., Balti- 
more, 29,000; C. B. Slater Co., South 
Braintree, Mass., 23,000; Irving Drew 
Co., Lancaster, O., 19,000; Florsheim 
Shoe Co., Chicago, 19,000; Julian & 
Kokenge Co., Columbus, O., 19,000; J. 
P. Smith Shoe Co., Chicago, 19,000; 
Stetson Shoe Co., South Weymouth, 
Mass., 13,000; and Gray Bros. Shoes, 
Inc., Syracuse, N. Y., 10,066. 

Other items to be furnished the Army 
include 3,024,000 pairs of shoe laces for 
Army service shoes; 427,000 pairs of 
black, whole rubber heels; 60,000 pairs 
of military leather outersoles; and 115 
pairs of Munson lasts. 

The latter are to be made by Arnold 
Bros. & Co., East Weymouth, Mass. 
The rubber heels will be manufactured 
in approximately equal quantities by 
the United States Rubber Co., Hood 
Rubber Co., Essex Rubber Co., New 
Jersey Rubber Co., and the Monarch 
Rubber Co. 


Marxmiller in East 


Los ANGELES, CAL.—Herbert Marx- 
miller of Kimel Shoe Company, here, 
is on a trip to the East Coast for the 
purpose of making observations on the 
shoe industry. He states that Harry 
Morse, formerly president of Kimel 
Shoe Company, is now a private in the 
Chemical Warfare Division, stationed 
at Camp Sibert, Ala. 
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Chicago Stores Begin White Shoe Promotion 





Summer Shoes of All Types Selling, with Black, Brown and Blue 
Moving Well. Play Shoes Selling in Quantity, Both 
Rationed and Unrationed Types 


CuicaGo—Summer shoe selling, with 
whites and spectators moving extreme- 
ly well, is now getting into full swing 
in Chicago retail stores. Retailers and 
buyers report whites and other Sum- 
mer shoes, in fact any and all Summer 
shoes, selling as well and in some cases 
better than a year ago. There appears 
to be no reluctance on the part of a 
number of customers to give up coupon 
17 for white or other light shoes. 
Blacks and browns, the latter in loafing 
and sport walking types, are moving 
well.” Blues are also selling, but the 
stock is almost gone in many stores. 
Play shoes continue to sell in quantity 
in the unrationed lots and even ra- 
tioned types are moving. Retailers are 
looking for a rush of shoe business 
some time between now and June 15th 
as customers seek to use their coupons 
before they expire. The general con- 
sensus is that a good share of this last 
minute coupon spending will be on 
Summer shoes. 

Summer is beginning to predominate 
in window and departmental fashion 
promotions. Play shoes of all types are 
being featured with Victory garden 
clothes. Mandel’s shows play shoes 
with shorts, overalls and other tags “To 


.Look Pretty While You’re Digging In.” 


The Fair showed an entire window of 
“Digger Duds for 1943,” blue denim 
overalls, shorts, shirts, and culottes, 
with play shoes to match. 

There have been several all-white 
promotions, but the majority thus far 
have featured spectators, all pointing 
to the fact that the current supply is 
limited. Mandel Brothers referred to 
spectators, which included blue and 
white and tan and white as “Rare as 
a Day in June.” O’Connor & Goldberg 
offered brown and white spectator 
pumps with leather soles and the warn- 
ing, “No more for the duration when 
these are gone.” “Scarce as a Hen’s 
Teeth” was the term applied by Maling 
Shoes (in the lower price range), the 
selection including brown and white, 





Store Hours, Monday through Saturday, 9:45 ve 5:45 


Wesihall Fold 5 Conpeny 


{in 





in Salon's platforms 
Like walking on air . .. like treading om @ »* 
cloud—that wonderful feeling that comes from 
cushioning platform soles. These are finely crafted 
from pedigree leathers—cool as only 
a sandal can be. 1. Turf tan or black calf. $16.75. 
2 Black or blue calf. $16.75. See them today in the 


Shee Saion—Fifth Floor 


$16.75 





Cool, perforated Summer shoes with plat- 
form soles were featured in this ad by 
Marshall Field & Company. 


blue and white, black and white, and 
wheat and tan. Marshall Field & Co. 
is also featuring an all-white spectator 
with tan leather heel accompanied by 
the legend, “Summer time is spectator 
pump time. Your beloved white classic 
for Summer—here done lightly, bright- 
ly in soft white suede with a right- 
height tan leather heel.” 

Dark colors also appear slated for 
considerable Summer promotion. A cur- 
rent store-wide promotion of fashion 
accessories at Field’s is devoted to 
“Dusky low-toned Summer Black — 
Wear It To Shadow Pastels.” This 
store is featuring black patent as “dis- 
tinctly dress-up ... to be worn right 
now and on into Summer with your 
prints and sheers.” 

O’Connor and Goldberg has been ex- 
tremely active on dark dressy shoes, 
including dressy patent pumps with 
platform soles and anklets with flat and 
low heels. 





Revised Specifications for 
Safety Shoe Issued 


New YorkK—The second edition of 
specifications for a woman’s safety toe 
oxford has recently been issued by the 
American Standards Association, fol- 
lowing the recommendations of a spe- 
cially appointed committee consisting 
of specialists in the shoe and allied 
industries and representatives of the 
government. It is recommended by the 
committee that users of these specifica- 
tions should consult the ASA office in 
order to keep abreast of further de- 





velopments in protective occupational 
footwear. Copies of these specifica- 
tions can be obtained from the Ameri- 
can Standards Association at 29 West 
39th Street, New York, N. Y., price 
twenty-five cents. 

In an appendix to the specifications 
a list of suggestions is published deal- 
ing with the selection, care and repair 
of safety shoes. The section on “Selec- 
tion of Safety Shoes” discusses fitting 
and types of shoes. Under “Care of 
Safety Shoes,” cleaning, dressing, dry- 
ing and repair practices are dealt with. 
Also included in the appendix is a list 





of “Suggestions for Manufacturers 
Construction of Women’s Shoes Cop. 
taining Steel Toe-Boxes.” 





QMC Installing Repair Depot 


JERSEY City, N. J.—Huge repair de. 
pots where clothing and other item; 
returned from overseas troops will je 
repaired and put back into service are 
being installed by the Quartermaster 
Corps in New York and Oakland, Cal. 
ifornia, the War Department announced 
recently. 

The New York City installation igs q 
sub-depot of the Jersey City Quarter. 
master Depot and will occupy six floors 
of the Chrysler Service Building at 
65th Street and Amsterdam Avenue. 
Here clothing, tentage, individual equip. 
ment, small items of organizational 
equipment, damaged hand tools and 
similar items returned from overseas 
as salvage to posts on the Eastern sea- 
board will be sorted and repaired. After 
being put into serviceable shape they 
will be returned to the Jersey City 
Quartermaster Depot to be kept in 
stock and reissued as needed. 

Plans contemplate the employment of 
approximately 800 men and women in 
the repair depot when it is operating 
at capacity. All personnel will be civil- 
ians except for the officer in charge and 
three assistants. 

The Oakland repair depot is a sub- 
depot of the California Quartermaster 
Depot at Oakland and is approximately 
the same size as the New York office. 
Quarters have been secured in the 
former Chevrolet Building and the 
employment will approximate that of 
the New York repair depot. Repaired 
items will include those salvaged from 
overseas bases and returned to Pacific 
Coast posts, and when returned to ser- 
viceable shape they will be stocked and 
reissued by the California Depot. 





Factory-Damaged Shoes 
Still a Problem 


Boston, Mass. — What to do with 
stocks of factory-damaged shoes in- 
cluded in the inventories of Boston's 
wholesalers and jobbers is a matter of 
concern here just now. One prominent 
jobber says he has approximately 50,- 
000 pairs in stock, many of them of 
good quality, which ordinarily would 
sell in bargain basements at a price 
so low that they could be moved in 4 
few days. No store will buy them, 
however, this man points out, because 
they cannot be sold without a shoe 
ration coupon and the public, made sus- 
picious by the price and with no means 
of determining the real quality, will 
not consent to buy them. : 

Consequently there is heard on Lin- 
coln Street and elsewhere the argument 
that the Office of Price Administration 
should permit itself to be persuaded to 
allow at least current stocks to be 
liquidated as non-rationed footwear. 

To date, OPA has not indicated any 
willingness to entertain the proposition. 
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LEXOL 
Provides 
New Profits 





This self-penetrating leather 
conditioner outsells saddle 
soaps and pastes, and helps 
the sale of polishes and 
whiteners, 


LEXOL is recommended for 
all colors and finishes of 
leather, smooth or sueded. 
Backed by 50 years’ service 
to the leather industry. 


Now is a good time for deal- 
ers to feature LEXOL, ad- 
vertised every month in 
ESQUIRE and frequently in 
other magazines and news- 
papers. 


Freight-prepaid jobber stocks 
are in many cities and towns. 
If your jobber hasn’t LEXOL, 
have him write us or send us 
his name. 


You can help conserve 
leather by selling LEXOL— 
at good profit. 


3oz. (25) size $1.80 doz. 
Pint (1.00) size $7.20 doz. 


THE MARTIN DENNIS COMPANY 
$80 Summer Ave., Newark, N. J. 
In Canada :— 
Parker & Jones, Ltd. 


821 Pender St., W. Vancouver 
Berbak, Ltd. 184 Bay St., Toronto 


‘SAME Ee 
June 1, 1943 











Appointed Manager of 
W. L. Douglas Store 


WILMINGTON, DeL.—Edward I. Har- 
ris, recently appointed manager of the 
W. L. Douglas Shoe Store, 711 Market 





EDWARD |. HARRIS 


Street, Wilmington, is celebrating his 
eighth year of service with the W. L. 
Douglas Shoe Company. He started 
with the firm as a salesman in 1935 in 
Philadelphia. In 1937, he was ap- 
pointed an assistant manager and in 
1940, manager of one of the Philadel- 
phia stores. Mr. Harris is one of the 
outstanding young managers of the 
W. L. Douglas Shoe Stores and his 
appointment as manager of the Wil- 
mington Store is welcomed by its staff 
and customers alike. 


Insert ““Y”’ 


In the G. Levor & Co., Inc., adver- 
tisement on page 3 of the issue of May 
22, a “Y” dropped out of the heading 
which should have read: 

IT’S A CHANGED AMERICA 
YOU’RE FITTING TODAY! 

These errors occasionally happen, 
especially in war-time and we regret 
it. We trust that you read the story 
on how “increased foot-mileage de- 
mands comfort”—“in the mannish- 
looking, polished kidskin uniquely flex- 
finished by Levor named SUNITA 
FLEXY.” 








Charles L. Spencer 


PoRTSMOUTH, OHIO — Charles L. 
Spencer, well known shoe man and 
sales representative of The Irving 


Drew Corporation, died May 18 at 
his home here. Mr. Spencer had 
traveled in the southeastern states for 
Irving Drew for 40 years. He was a 
member of all the Portsmouth Masonic 
bodies, of Portsmouth Lodge of Elks 
and a trustee of Bigelow Methodist 
Church, whose pastor, Rev. A. K. Wil- 
son, officiated at the funeral May 21. 
Besides his widow, Mrs. Anna Loper 
Spencer, Mr. Spencer leaves a daugh- 
ter, Mrs. Anna Grace Peterson, of 
Hamilton, ,Mont., two-brothers, three 
sisters and two grandchildren. 





-TwoTreasures 
to Guard... 


1. The Foot-Health of Your Young 
Customers. Their parents en- 
trust you with the responsi- 
bility of fitting them with shoes 
that promote proper foot devel- 

opment, correct posture-habits 
and healthful play activities. 


2.Your X-Ray Shoe Fitter. Its 
value as a fitting aid is greater 
than ever before ...now that 
shoe rationing makes correct 
fit so important. Take good 
care of your “X-Ray”. The 
scarcity of vital parts may 
make certain replacements 
or repairs almost impossible. 
Write us promptly if your ma- 
chine needs attention. 


Production of New 
X-Rays Limited . . . 
to our current inventories 
of restricted parts and 
materials. If you haven't 
an X-Ray Shoe Fitter, buy 
one NOW for improved 
fitting of rationed shoes. 
Liberal E-x-t-e-n-d-e-d 
Terms still available. No 
advance in price of Stand- 
ard Model. 


A OS 
X- RAV 


SHOE FITTER 4c. 








| 
| 
| 
| 
| 3533 NORTH, PALMER STREET 
MILWAUKEE 
| 


. WISCONSIN 
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SHOES HAVE 5cz-Z T00 


' ' / » 
| £a\. NN 


IT’S NOT SO MUCH THE SOLE... 


It’s the “soul” in the shoe. .. that built-in character you sense the 
moment you see a shoe, or fondle it... that counts. It’s something you 
can’t evaluate in terms of price, or style, or materials, but rather in 
the integrity of the maker. It’s the one thing that wars, shortages, 
time itself cannot change, unless the maker wills it. It means combin- 
ing the best available materials and workmanship into that intangible 
known as value. 





Through three wars, over forty-five years, it’s this character that 
i Roberts, Johnson & Rand have refused to compromise... and we don’t 
intend to start now. To yon, this should prove reassuring, because it 
| means the manufacturer you’ve always depended upon is trying, honestly 
. as usual, to merit the confidence of all. Call it “old-time religion”... 
| but OUR character is one “soul” 

we're going to save. 


International Shoe Company 
SAINT LOUIS 
| STAR BRAND x POLL-PARROT « HEEL LATCH «x UPTOWN SHOES 
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| Install Special Department 
| For Walking Types 





Attractive ad which was used by Joseph 
Salon Shoes, Chicago, to announce the 
opening of their new walking shoe de- 
partments. Much favorable comment was 
occasioned by the ad. 


CuicaGco — The ever-increasing de 
mand for walking shoes has recently 
resulted in the installation of special 
departments for such shoes in all five 
of the Joseph Salon Shoe Stores in the 
Chicago area. 

In the Town Salon, located at 544 
N. Michigan Avenue, close to the down- 
town shopping area, the mezzanine 
floor has been set aside for the new 
department devoted exclusively to walk- 
ing shoes and is known as “The Bel- 
fry.” New furniture and decorations 
are designed to give it an appropriately 
rustic atmosphere. The four outlying 
stores located on Chicago’s South Shore, 
in Evanston, and Oak Park, have their 
new departments located on the street 
floor and each is designated as “Cob- 
bler’s Corner,” for, as firm officials 
state, these shoes “show the finest de- 
tails of the cobbler’s art.” All of the 
Cobbler’s Corners have been refurnish- 
ed in maple furniture. Customers seek- 
ing walking type shoes can now go di- 
rectly to these special departments 
where a wide range of types will be 
shown. 

_ Shoes featured in these shops are 
called Town and Country Walking 
Shoes because they are designed for 
both town and country wear. Styles 
include lounging models, wedges, 8 
wide variety of oxfords and spectator- 
type pumps. They are described a 
“walking shoes that put a new joy ™ 
walking—made of soft-as-butter leath- 
ers, with the finest details of the cob 
bler’s art. Every one, definitely fune- 
tional, but styled with the Joseph flair. 
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We have them in your last — short 
yamped, long-vamped, wide, narrow.” 

Opening of the shops was announced 
in two Chicago newspapers with half- 

advertisements. Response was 
noted as good, despite two very in- 
dement days. An interesting side-light 
reported by store officials was the fact 
that many customers telephoned to ex- 
tend congratulations to the Josephs on 
the advertisements and the opening. 
Many stated that they had been prone 
to associate Joseph with dressier-type 
shoes and were glad to know that they 
sould now get Joseph walking shoes. 

A special feature, recently estab- 
lished by the Town Salon, is “George 
the Good Gremlin,” who has been en- 
gaged to help customers “give longer 
life to the shoes they own” by “never 
letting a customer walk out with a new 
pair of shoes without a new shine on 
her old pair.” Of course, “the shine” 
is given the new pair or the old pair 
or both, as the customer wishes. 





Plans Progress for 
Buffalo Show 


BurrFALO, N. Y.—Plans for the an- 
mal Fall Shoe Show to be held at 
Hotel Statler, June 13 & 14th are rap- 
idly being put into shape. Many reser- 
vations have been made for space, ac- 
cording to Louis Rubin, general chair- 
man, who is being assisted by Edward 
Krug, Charles Carney and Robert 
leighton. This show will be purely a 
sales event with no frills. A large at- 
tendance is expected. 





To Send Cigarettes to 
Forces Overseas 


New YorK—Shoe Club of New York 
isplanning to send a complete shipment 
of 350,000 cigarettes to the armed 
forces overseas. Distribution will be 
made through the War Department 
who will act as agents for the Shoe 
Club in this undertaking. 

Contributions from shoe men in New 
York so far have been extremely en- 
wuraging. Barney Kimless is chair- 
man of the committee in charge of col- 
keting funds for this purpose. 

Each package of cigarettes will bear 
the tag “Have a smoke on us—Shoe 
(lub, Hotel McAlpin, New York.” It 
felt that a gift of this sort will help 
tokeep up the morale of the boys over- 
seas, and the distribution by the War 
Department will ensure the shipments 
raching the ‘people for whom it was 
‘intended. 

Those wishing to contribute to the 
fund may send donations to Miss Minna 
Morganstern, secretary of the Shoe 
(ub, at Hotel McAlpin, New York. 





Payne Receives Naval 

Commission 

ELIZABETHTOWN, Pa. — Frank N. 
, for the past 15 years president 


md treasurer of Lancaster Shoe Com- 
Miny, here, has been commissioned 


dune 1, 1943 













KEEP 
‘EM HAPPY 
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FOOT REST 
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ERTAINLY every one of your customers 
knows that shoes are rationed. But 


do they know that the quality of the shoes 
they can buy is not rationed? Do they 
realize that the coupon cost of lovely, long 
wearing Krippendorf Foot Rest Shoes is 
no more than that of low-quality shoes? 


Krippendorf Foot Rest Shoes have al- 










ways been known for durability, style and 
comfort. Today these qualities are more 
important than ever because every one of 
your customers wants the shoes that she 
can work in, play in, live in. 








6-95 ,, 7-95 


This year keep your customers happy by 


featuring Krippendorf Foot Rest Shoes. 
They’re nationally advertised in Vogue . . . 
Mademoiselle . . 
. « Woman’s Home Companion .. . 


. Ladies’ Home Journal 
Good 


Housekeeping . . . The Instructor. 


Slightly higher Denver west 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, OHIO 


lieutenant, senior grade, in the Naval 
Reserve Supply Corps. He has been 
called to active duty. 

Mr. Payne was also vice-president of 
Gerberich-Payne Shoe Company and 
was connected with Devine & Yungel. 
He has been granted leave of absence 
from his business connections for the 
duration. Galen B. Horner will ad- 
minister the affairs of Lancaster Shoe 
Co. in his absence. 





Music Increases War 
Production 


Brockton, Mass.— “Music hath 
charm” to more than sooth the savage 
breast. This is being proved in the 


New York Showroom: Marbridge Building 





plants of the Barbour Welting Com- 
pany, here, to increase production and 
to lessen fatigue among the employees. 
Generations ago the cigar industry in 
Cuba introduced the custom of thus 
supporting their workers, having one 
read aloud as the others worked and 
later playing music for them. 

Barbour Welting Company have now 
brought this custom up-to-date, install- 
ing a selective broadcasting system in 
each department of the Barbour fac- 
tories. During working hours, the hum- 
drum of welting production is bright- 
ened by music and newscasts. 

The effect on the morale of the work- 
ers and on production has been notice- 
able. 
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The SAUCY LADY 





advertised in LIFE 


‘COMPO SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


COMPO MAKES THE MACHINERY 


Children’s Shoe Shortage 
Presents Prohlems 
[CONTINUED FROM PAGE 65] 


fitted shoes and the resulting foot dis- 
orders. Or he can, and too often, does, 
try to fit the child with the sizes he 
has on hand—and these are in some 
cases woefully inadequate. Neither of 
the alternatives is attractive to a re- 
tailer who wants to do a conscientious 
job of fitting and still show a profit at 
the end of the year. 

The manufacturer’s problem is more 
complex. Many factories which made 
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children’s shoes are carrying heavy 
war contracts. Some are manufactur- 
ing shoes for the government up to 25 
per cent of their total output. Some 
have converted almost entirely to gov- 
ernment work. Skilled labor is prac- 
tically non-existent, and materials are 
hard to get. Some factories welcome the 
war contracts on the grounds that only 
so long as they produce shoes for gov- 
ernment consumption will they be en- 
titled to priorities on such materials as 
sole leather, which is becoming increas- 
ingly harder to obtain. And, to cap the 
whole situation, manufacturers are re- 
stricted in their production for the first 





six months of 1943 to the same number 
of pairs they produced in the last giy 
months of 1942 and their production jp 
price ranges is restricted. This mean; 
that they cannot increase productigy 
to take care of the amount of govern. 
ment work they are carrying over anj 
above that which they carried a yea; 
ago. 

Consequently they have had to py: 
their customers on a quota basis— 
allowing them a certain percentage of 
their last year’s business. In some cages 
this percentage has been fairly gep. 
erous—as much as 75 per cent. In some 
cases which have been brought to our 
attention, it is much less—as low as 49 
per cent. 

The boys’ manufacturers are in a 
particularly difficult situation. Many of 
the boys’ shoe factories have converted 
largely to war production. There are 
only a few, therefore, which are still pro- 
ducing shoes in great volume for civilian 
consumption. And these few are bear. 
ing most of the burden of supplying 
retail outlets for boys’ shoes. Need- 
less to say, they cannot do it with any 
degree of satisfaction to themselves or 
to their customers. Some of them are 
insisting that their customers take a 
certain percentage of reclaimed rub- 
ber or composition soled shoes with 
each purchase of leather soled shoes. 
In most cases this figure is 50 per cent. 
Customers may object to the composi- 
tion soles and to the black rubber soles 
on the basis that they mark the floor- 
ing, but most of the time they’re glad 
to get them. 

Few of the factories are in any posi- 
tion to take on new customers; most 
have all they can do to keep their old 
customers satisfied; a number of them 
have given up trying to satisfy any- 
one, and are contenting themselves with 
producing as many shoes as they pos- 
sibly can and spreading them over as 
large a number of retail outlets as is 
possible. Which means—what? That 
there is a severe shortage of sizes in 
practically every store carrying chil- 
dren’s shoes and boys’ shoes. And 
shortage of sizes means improper fit. 

The result—customers are traveling 
from store to store, and in certain sec- 
tions from town to town, trying to get 
shoes which will fit their children. In 
many instances they have to satisfy 
themselves with the nearest available 
size—an appalling condition. We have, 
through a long and painful process, 
educated consumers to demand proper 
fit in the shoes they buy; we have final- 
ly got them to the point where they 
realize that to misfit a growing foot !s 
little short of criminal in its resultant 

“complications; we ourselves admit that 
a growing foot requires well fitted 
shoes, so that delicate structures, bones 
which are in the process of hardening, 
may do so with perfect freedom and 
perfect support. Why did we take the 
trouble—and it was a painful process— 
to educate our customers to recognize 
the necessity of good fit if we must now 
try to foist on them shoes which may 
not even approximate a good fit? The 
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youngsters must be shod; if well-fitting 
shoes are not available, they’ll take 
the next best thing—but that’s a dan- 
s practice. 

esa be done about? In a word, 
the answer would seem to lie in organ- 
ization. Individuals have tried and 
failed to get relief from Washington. 
Only a concerted effort will have re- 
sults. Retailers and manufacturers 
could unite their efforts to impress upon 
Washington the necessity for action. A 
number of suggestions have been made 
concerning the best method of alleviat- 
ing the situation. One was that the 
government permit women’s welt fac- 
tories to convert to manufacturing 
children’s shoes—by permitting them 
to purchase the necessary lasts, pat- 
terns, materials. This might be an ef- 
fective method, but it takes time—and 
time is an important factor in this 
situation. 

Another suggestion which has been 
made is that children’s shoe manufac- 
turers simplify production so that they 
can produce a more complete range of 
sizes for their retail outlets in a small- 
er number of types and styles. This 
might be a solution if simplification 
would enable the manufacturers to 
speed up production sufficiently to take 
care of the demand. 

A third suggestion—and one which 
deserves careful consideration—is to 
lift the present production restriction 
from manufacturers of children’s shoes 
—provided they produce sturdy, welt 
types—and allow them priorities on 
materials so that they can purchase 
without difficulty the necessary sole 
leather and materials. It was suggested 
that this might accompany a limitation 
of the size of war contracts they are 
allowed to accept to a certain percent- 
age of their total output. 

Washington should be impressed with 
the seriousness of the situation, in the 
opinion of most of the shoe men inter- 
viewed. A carefully prepared plan for 
remedying the condition should be pre- 
sented through the proper channels, if 
favorable action is to be forthcoming. 
Retailers and manufacturers alike must 
get together on a common stand and 
present their views, plus a plan that is 
feasible and practical. Then the gov- 
ernment might permit some measure 
of relief. 


Loose Ration Coupons 
Of No Value 


Boston, Mass.—Retail stores in the 
metropolitan district have been re- 
quested by the Retail Trade Board of 
the Boston Chamber of Commerce to 
stop using illustrations of loose shoe 
coupons in their newspaper advertis- 
ing, and to emphasize, instead, that 
ration books should be brought to 
stores by customers so that the coupon 
may be torn out by the merchant at 
the time of the sale. 

Behind this request are scores of 
complaints from merchants that people 
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generally are paying no attention what- 
ever to the OPA ruling that the mer- 
chant, not the customer, is the man 
to take the coupon from the ration 
book. This carelessness on the part of 
the customer has led to embarrassing 
incidents in retail stores, embarrassing 
alike to merchant and customer. 

In addition to pushing the campaign 
in their retail advertising, stores are 
requested to have display signs made, 
for use in windows and store interiors, 
reading: 

“Loose ration coupons cannot be ac- 
cepted. Coupon No. 17 must be pre- 
sented with your ration book (not de- 
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COMPO MAKES THE MACHINERY 
THAT MAKES THE BETTER SHOES 


tached) when you purchase rationed 
shoes. This is an OPA requirement and 
we can make no exception to it.” 

Despite this, it is said, the regional 
office of the OPA as well as the state 
office, have received several complaints 
from merchants against this OPA 
order. It is pointed out that, in the 
case of stores doing a mail order busi- 
ness, it is entirely proper for the store 
to accept loose coupons which arrive 
through the mail and it is argued that 
if this practice does not run contrary 
to rules and regulations, there is no 
reason why it should not be extended 
to transactions made face to face. 
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Jeffers with Montgomery Ward 


Cuicaco — H. P. Jeffers, who was 
formerly buyer for the shoe department 
in the Marshall Field & Co. Evanston 
store, is now in the shoe purchasing 
department of the Chicago office of 
Montgomery Ward & Co. 


Heads Credit Association 


MILWAUKEE, Wis. — Franklin G. 
Herbst, secretary-treasurer of the 
Herbst Shoe Manufacturing Co., has 
been elected president of the Milwaukee 
Association of Credit Men. 
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Shoe Man’s Son Attends 
Signal Corps School 





8 


Cpl. Jules S. David, son of Jack David, 
who has been connected with shoe man- 
ufacturing for many years, is now sta- 
tioned at Camp Murphy, Fia., where he 
is attending a Signal Corps school. Cpl. 
David has been in the Army since Janu- 
ary; for eight months previous to his en- 
listment he studied with the Signal Depot 
in Philadelphia as a civilian. His father 
is style man and sales representative for 
L. E. Beaudin Shoe Co., Hanover, Pa. 





Salesmen to Take 
Leadership Training Course 


St. Louris, Mo.—Believing there is no 
saturation point in education, S. L. 
Wisebart, president of Eagle Stamp 
Company, arranged for the executive 
staff and sales organization to complete 
a special 15 week “Leadership Train- 
ing Course” under supervision of the 
St. Louis Board of Education. 

“We know that when a salesman 
speaks better to a group, he speaks 
better to an individual—and when he 
speaks better as an individual, he is a 
better salesman—and when he is a bet- 
ter salesman, he makes more money,” 
says Francis Wright, supervisor of 
Distributive Education in St. Louis. 

Seasoned salesmen and executives 
learned by exhortation, constructive 
criticism and plaudits that words are 
the tools of salescraft—of leadership— 
of better human relations. “The effect 
of words as a vital selling tool can be 
pre-determined by preparation and un- 
derstanding, coupled with a definite 
objective and courageous attitude,” 
says Mr. Wisebart. 

There is a constant demand for men 
capable of presenting ideas on mer- 
chant’s problems in a clear cut, under- 
standable manner. This requires clear 
thinking and a definite objective, which 
are obtained by planned sales effort. 

This Leadership Training program 
with rationed speech, logical thinking 
and individual self-confidence as its ob- 
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ultimately reflects itself in 
more effective sales presentations, 
more satisfied merchants and more 
prosperous salesmen. 

“It seems to be the consensus that 
distributive education is doing much to 
awaken retailers and salesmen to the 
fact that education is a progressive 
process from the cradle to the grave,” 
says Mr. Wisebart. 

Certificates will be issued by the 
Missouri State Department of Educa- 
tion through the Distributive Educa- 
tion Department of the St. Louis Board 
of Education to those executives and 
salesmen of Eagle Stamp Company 
who satisfactorily meet course require- 
ments. 
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Lt. Thomas A. Ward 
Killed in Florida 


New YorK—Lt. Thomas A. Ward, 
only son of Gregg T. Ward, branch sales 
manager of the Footwear Division of 
United States Rubber Company, here, 
was killed recently during his final 
training in Florida. He was flying 4 
P-47 fighter plane which crashed. _ 

Lt. Ward, who was 19 years old in 
January, was a fighter pilot. He won 
his wings March 25th. He enlisted in 
the Army Air Force in his freshman 
year at Dartmouth College. He was 
given credit, however, for one year’s 
study. 
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Men Want “Good Shoes” 
Reasonably Priced 


[CONTINUED FROM PAGE 56] 
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good business, but these figures should 





be measured against the fact that some 
80 per cent of men’s lines now in retail 
stocks are below five dollars. 
Ye Question Two asked the condition of 
retailers’ inventory of sport shoes car- 
ried over from last Summer. 
Countrywide the average of those 
who answered “heavy” was 28 per cent. 
Only in the West North Central region 
which includes Minnesota, Iowa, Mis- 
souri, North and South Dakota, Nebras- | 
ka and Kansas, and in the West South 
Central states, including those given 
previously, did more than half of the | 
US returns signify that inventories were 
heavy. 
Thirty-three per cent answered that | 





‘ their inventories of sport shoes carried 
will over were “normal.” Two sections of 
the country, the New England States 

ter and the Pacific States, were the only 


1 more than half of the retailers report- 

it's ing had normal inventories. 
The greater proportion of retailers, | 
some 39 per cent, reported that their 
| 


| 
two from which returns signified that 


stocks of Summer footwear were 
“light.” All in all, however, returns on | 
this question were about equally di- | 
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showing that for the most part there man with obstacles to overcome, and a duty to push on in the 

ED... is still a fairly moderate supply of battle of business. In your position you need the ammunition 

$3.00 sport type footwear on _ retailers’ that will do the job, just as a soldier for Uncle Sam needs and 

shelves. With rationing, this supply | gets, high calibre, powerful, result-producing resources for at- 

should be nearly if not wholly equal to | tack and defense. You could not have anything more helpful, 

olf & demand which leads us to the next | more assuringly effective, than a stock of men's shoes bottomed 
tations, question. with 

1 more 


Retailers were asked if they believed 
customers would surrender ration cou- | 
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us that pons for sport shoes this Summer. | A Balanced Tannage 
nuch to Here, in the countrywide average, re- | 
to the sults were about two to one in favor of | rtte us and wo wilt well you where to gst civest, Gram, enti 
pate the affirmative. In all sections of the | pall ap Qemnpdity ape. cone Rests ah aes Sree 
grave, country except the Mountain States 
; and the Pacific States the majority of | 
by the retailers believed that customers would 
Educa- buy sport shoes. In the former region 
Educa- opinions were 30 per cent for “yes” “4 
; Board and 70 per cent “no”; in the latter sec- | 7 PAN Y 
es and tion opinion was evenly divided. ; —_ 
p94 Question Four asked retailers if they | 
equire- believed that if sport shoes were taken | 
~ a ration list whether men would ' 
y them freely and thus liquidate the j 8 
existing retail stocks. hs centile to that this practice was “extensive.” It currently being wee eS > 
this question was fairly obvious and may be a point that in this country of non-rationed a, Z of oom - the 
results justified this answer. Opinions cattle and wide open spaces that men penestares, — ell br eam of this 
anit were preponderantly “Yes” in every can get along on their one pair of — stores, haga ve Mf the high 
h ot section of the country and it was only western boots, thereby passing on to time ast P asart tn ~o= eel ts on 
vege 4 aes Atlantic region, the their womenfolk and children their -— SS "7 the William Filene’s 
uu tlantic states and the Moun- “extra” pairs. - 
'» = tain states that a few opinions am Forty-three per cent of retailers re- Sons Co. It was 8 py yp ches 
s fina received to the contrary. plied that this practice was not carried suring five columns by about - , 
— . Question Five asked retailers to what on to “any great extent.” Twenty-six and rong te ‘ rage = jot oad 
‘old in _ men were turning over their per cent replied that they “have not preenpe BI Semnter taetin as com- 
_ cent SP 
29 pe forable an house slipper, °- + smart 
" e, ; ou have ever seen. 
pahman of Re ae ators Be arse Show Unrationed Play Shoes “Small. action sketches were — 
- - in et i e 
pas the Mountain States did returns Ti Boston, Mass. — Competition is be- spersed with larger sketches of t 


more than half of the total replies were coming keen here for consumer dollars shoes. 





95 
corder dune 1, 1943 

















Ore re © 


WORKSHOES 


6 ee ee ees 





STEEL TOE 








Union Mag. 








A er er | 


CHILDREN'S SHOES 


ee ee er Oe Oe ee 


The C. A. Haines 
Health Shoe 
For Children 


to retail 









Flex-A-Proved Cushion 
construction, soft and 
smooth inside, scientif- 


ically designed; all . 2210 
leather. White 
Goatskin 


SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago 


Our Distributors 
American Ce., S. Freiburger & Bro. Co., 
251 W. Jefferson St., 119-121 E. Columbia St., 
etroit Fort Wayne. Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 
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New Soling Material 


A new ration-free soling material 
konwn as “Sylon” is, in essence, a com- 
bination of a specially woven fabric, 
felt, re-worked rubber and plastic. The 
fabric back receives a coating of rub- 
ber and is then wrapped over good 
quality felt after which it is shaped by 
a molding process. Tip and heel pieces 
of re-worked rubber are attached, the 
sole is then cured and the wearing sur- 
face finished with three coats of plastic. 
Retail stores will introduce shoes soled 
with “Sylon” about June 1. The soles 
are being made to specification. 
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NOTES ON NEW PRODUCTS 


Note: Names and addresses of the dis- 
tributors of the products shown here 
may be obtained by writing BOOT AND 
SHOE RECORDER, 100 East 42nd Street, 
New York City. 


Saddle Soap in a Tube 


Saddle soap in cream form is a new 
development and one which is of in- 
terest now that shoe and leather con- 
servation is uppermost in the minds 





of most people. The product pictured 
here contains carefully selected ingre- 
dients to soften and cleanse leathers. 
It will not rust or harden in the tube. 
It is easy to apply and the tube pack- 
aging makes it especially suitable for 
the military trade to whom saving space 
is important. 


Shoe Trees of Non-Critical 
Material 


The importance of proper care in 
prolonging the life of shoes has been 
spotlighted by shoe rationing. And 
high on the list of musts for proper 
shoe care is the precaution of putting 
trees in shoes the moment they are 
removed from the feet. 

A new shoe tree made from a re- 
silient, durable, non-critical material 
is now available. These new shoe trees, 





which are known as “Wings” provide 
vertical lift and elevation for the shoe 
withovt forcing the sole to an unnat- 
ural flat position and without stretch- 
ing the sides of the shoe or straining 
the stitching or cement. Because of 
their unique design, “Wings” permit 
free circulation of air within the shoe. 


This helps prevent moisture from being 
absorbed into the leather or fabric 
which in turn tends to keep the inside 
of the shoe smooth and comfortable, 


thus prolonging the shoe’s life ang 
beauty. 
“Wings” are light in weight and 


small, easy to pack and convenient to 
carry. They are attractively packed 
in individual boxes and are inexpensive. 
Because they are made from non-criti- 
cal material, their availability is up. 
limited in spite of the many material 
restrictions now in effect throughout 
industry. 


Wooi Felt Insoles 


Recent research into the foot-com- 
fort of military forces in the Arctic 
regions of Canada, Alaska and Green- 
land, has led to the design of a new 
“ventile” wool felt insole. It incor. 
porates several important innovations, 
among them the ability to ventilate by 
“breathing,” thus permitting moisture 
from perspiration to be exhaled. and 
keeping the feet of the wearer warm 
and comfortable. 

The new ventile insole differs from 
the usual type in that it consists of 
two layers of wool felt totaling up to 
one-half inch in thickness; these are 





hinged at one side by a stitched seam 
which runs for about five inches along 
the outer edge of the instep and permits 
the upper and lower layers to work 
under the intermittent pressures of 
walking. Both layers are perforated. 

The type of wool employed in this 
felt is specially selected for its ten- 
déncy to loft itself when released from 
pressure, instead of matting down and 
losing the springy support. It is an- 
tiseptic and fungus-proof and will not 
stretch when washed, if properly han- 
dled. 

Experiments with the ventile sole 
are continuing to ascertain how it fills 
the -requirements of ski troopers and 
branches of the Army and other ser- 
vices where wading in water, slush 
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and mud becomes a necessity. The same 
applies to naval and numerous civilian 

rations, including outdoor workers 
in such fields as road building, ship- 
building, telephone and telegraph line- 
men, railroad maintenance, lumbering, 
mining, fisheries, transportation and 
truck fleets, municipal departments, 
policemen, firemen, etc. 





Fiber Board Shoe Horns 


Shoe horns of pressed fiber board, 
easy to obtain even in wartime are be- 
ing offered by a novelty house. They are 
the same shape as the shoe horns of 
steel or plastic, and some are available 
with hooked ends. The fiber board has 
a smooth, hard finished surface. These 
shoe horns come in both black and 
brown and are reasonably priced. 


Soles of *“*Cottonleather” 


“Cottonleather,” a heavy woven cot- 
ton fabric of the sort used to drive ma- 
chine pulleys, impregnated with a spe- 
cial plastic binder to form a material 
for shoe soles, has been developed, now 
that soling materials are Hard to get. 
The process produces a_tan-colored 
solid, with the hardness and flexibility 
of sole leather. The fabric from which 
it is made, however, represents a sur- 
plus, the machines which make the 
cotton weave have been idle to a cer- 
tain extent, and the binder is inex- 
pensive and non-critical; thus produc- 
tion is assured. 

The process will shortly be licensed to 
large manufacturers, so that demands 
in all parts of the country can be met 
quickly. 


Soles of Cotton Fabric 


Soles of non-strategic materials, made 
from the cotton fabric used in lining 
automobile tires, are now available. 





These soles are made on felt or on a 
cellulose product base, and have been 
waterproofed for good service. The cot- 
ton fabric presents a closely woven ap- 
pearance, and the sole is both flexible 
and strong. These soles are available in 
both white and a dark shade, so that 
they will harmonize with the shoes. 


dune |, 1943 





SHE’S ONE OF A MILLION - 


“MRS. DAY’S IDEAL BABIES” 


AMERICA'S fast growing birthrate, the number 
of pairs an infant requires, and the mother's nat- 
ural desire to buy the best for her child, make your 
infants’ department well worth your most careful 
attention. The secret of its successful operation 


lies in establishing a lasting confidence in the 


mother's mind, and the absolute necessity of your 
fitting her child to the best quality you can find. 
American mothers have come to accept Mrs. 
Day's Ideal Baby Shoes as being just that superior 
shoe. Her career has been one of constant re- 
search striving to ascertain what leathers are best 
for each type of baby shoe. Her skilled staff have 
learned to work those materials with such precision 
that the tenderest flesh imaginable is quite safe 
when entrusted to her baby shoes. Her great suc- 
cess and that of her dealers prove the long term 
wisdom of this policy. 
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GOLF SHOES 
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BUY WAR SAVINGS BONDS AND STAMPS 


$ 3.60 REMOVABLE 


SPIKES 


AT ONCE 
DELIVERY 






* Brown Elk Uppers 
* Color Combinations 


Style #2165 
y * Goodyear Weit 


Sizes 6-12 





OTHER GOLF SHOES 


Men’s No. 2160 & 2 ~e $3.95 
Ladies’ No. 2140-2141-2142 3.60 


Send for Catalog—ASCO ATHLETIC FOOTWEAR 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 


Shoes $2,000 Per Pair 


WORCESTER, Mass.—Just one pair of 
tan oxfords cost Ralph Cross of this 
city $2,000 in cash and a ration coupon. 
Mr. Cross was at a bond rally held at 
the Hotel Bancroft and kept raising 
the bid until his offer to purchase that 
amount of bonds was conceded as be- 
ing the highest. 


Report Slow-Down 
In Sales Volume 
[CONTINUED FROM PAGE 87] 


ments. Mothers are buying sandals— 
white and red, where they can get it— 
according to one of these family stores. 
They are looking for beauty, rather 
than just practical shoes. Another 
store that also does a family business 
says that good, solid, long-wearing 
shoes are what the mothers are look- 
ing for. Some merchants are planning 
to carry some shoes with plastic soles 
for Fall. 
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Functional Work Shoes in Four Styles 





These three oxfords in Army russet elk grain on 11/8 heels and oak soles are 


all made with protective box toes or steel box toes. 


The six eyelet blucher 


oxford with straight tip is made with steel box toes only. Then ghillie tie is 


now being made for many industrial plants. The 6" 


boot, made of non-scuf 


grain buffalo, is on a 9/8 leather heel with rubber toplift and has a 12 iron 


black rubber sole. 
toe or celastic box toe. 


it is made especially for welders with either a steel box 
All four shoes are from Spalsbury-Steis-Deevers. 





In the women’s shoe departments and 
stores, selling has not been very active 
since Easter. With the arrival of 
warm weather, many merchants are 
reporting that the white business is be- 
ginning to open up. First choice is for 
two-tone spectators. When the average 
woman cannot get spectators in one 
store she shops around, hoping te find 
them somewhere else. Some women, 
however, are switching te all-white; 
some to opened-up dark suedes and 
some to navy or turftan. The all-white 
shoe is reported as selling especially 
well in arch types on lower heels in 
crushed leathers. The Summer suedes 
are being bought with a view to their 
being good for dressy Fall shoes. Up 
to a few weeks ago, patent leather was 
selling at a “terrific” rate. Smooth 
leathers are doing a steady year-round 
business in walking types. In other 
types they will be in the stores in July 
and August as early Fall shoes. 

Unrationed shoes are doing the really 
good business in women’s shoes. Play 
shoes sell faster than the demand can 
be met. One store expects to be all out 
of unrationed shoes made prior to 
April 16 by June 1. Then, if they can 
get shoes made of non-critical materi- 
als, they expect to continue to have a 
good business in unrationed shoes, but 
they are uncertain as to how many 
such shoes will be available in styles 
that will appeal. They all report that 
the unrationed element has been a 


strong selling factor in their stores and 
that both play shoes and slippers have 
done a “tremendous” business. Some 
merchants, however, report that there 
have been many inferior play shoes on 
the market. 

As in the men’s and children’s de- 
partments, the better grade shoes have 
been number one choice in women’s 
shoes. Dressy shoes, rather than prac- 
tical walking types, have been first 
choice. Speaking of the college girl 
business, several merchants expect to 
sell more regular walking shoes than 
in previous years when saddles and 
moccasins were number one favorites. 
They do not seem to feel that novelty 
soles, such as wood and rope, will nec- 
essarily be popular for campus wear, 
although they seem to feel that it is 
too early to make any strong predic- 
tions regarding college styles. Speak- 
ing of style trends in general, the ex- 
pert on women’s styles of one large 
chain said that the most significant fact 
was that there is no trend; that women 
are buying a little of everything. Bal- 
ance that against the opinion of an- 
other buyer in a large metropolitan 
store who considers that women are 
buying much as usual in the same pro- 
portions of types and styles. Deliveries 
in women’s shoes are also “very bad.’ 
However, it is expected that deliveries 
of Fall shoes will be more regular, 
thanks to the allotment system which 
is now in operation. 
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CADIE CHEMICAL PRODUC 


12 WEST 2ist STREET 


SHOE POLISHING CLOTH. 


Something New Has Been Added .. . 
“THE SHOE POLISH 
IS RIGHT IN THE CLOTH” 
Cleans and Polishes in Jiffy Time 
SHOES & ALL LEATHER. r 
Will not Scratch or Mar ; 
the Finest Leather Surface. 


The Polish Will Last As Long As the Cloth. - 
Ideally Suitable for the BOYS IN THE SERVICE. > 
~. A “NATURAL” for Every Home and Office. F 


CHEMICALLY 
TREATED 


Mo. SH-10—Sine Oxt7""_ Retails for 18c F. 
Wo. SH-25—Size 20x17". Retails tor 25 
We CO.SH#—Combination Shoe Set 

Contains twe cloths size 12x17" cach 
Retails fer 25 
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NEW YORK CITY 











Quality Hosiery Manufacturers 
Hold Protest Meeting 


New YorK—At a press conference 
held recently at the offices of the 
Gotham Hosiery Company, manufac- 
turers of high quality branded hosiery 
explained the effect of the new rayon 
hosiery Order MPR 339 on the consumer 
to members of the consumer and trade 
press. Roy E. Tilles, president of the 
Gotham Hosiery Co., and Clarke W. 
Tobin, vice-president of Propper-Mc- 
Callum Hosiery Co., were in charge of 
the meeting and answered questions. 
The story was also graphically pre- 
sented in a series of wall charts. 

The meeting was held to coincide with 
the first week of retail selling under the 
new price ceilings established by the 
Order. The object of the meeting was 
to inform the consumer of the effect 
of the Order on the prices she will pay 
across the counter. Under the Order 
unbranded stockings selling for $.59 
and $.69 per pair have been raised in 
price to $.71 and $.75 per pair. Branded 
stockings “historically” priced at $1.00 
and $1.15 and $1.35—and fixed at those 
prices under General Maximum Price 
Regulation since May 1942—will be 
lowered to $.84, $.92 and $1.05 respec- 
tively. Manufacturers of branded 
hosiery represent only about twenty 
per cent of the total hosiery business 
in the country, according to their own 
report. These manufacturers sell about 
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Dates to Remember 
Pre-Fall Showing, Michigan Shoe 


Travelers’ Club, Hotel Statler, 
Detroit, Mich. June 7, 8, 1943 
Buffalo Fall Shoe Show, Hotel 


Statler, Buffalo, N. Y. 
June 13, 14, 1943 





90 million pairs of fine quality stock- 
ings per year, out of the total of about 
450 million pairs purchased annually. 
A majority of the hosiery total, sold 
unbranded and mostly bought in chain 
stores, has not gone down in price un- 
der this Order, but has gone up in- 
stead. Therefore, the manufacturers 
of the twenty per cent claim, the gov- 
ernment’s claim of the saving of $50,- 
000,000 annually in the consumer’s 
stocking bills is completely false. 

A group of fourteen quality manu- 
facturers of branded hosiery have en- 
tered formal protest against the Order 
as unjust to the manufacturers who 
“for more than half a century, since 
their trade names were launched, have 
traditionally held an ‘umbrella’ of qual- 
ity over the entire industry” and who, 
“in the past year and one half, have 
been the leaders and in fact the saviors 
of the industry.” In their research de- 
partments they have developed rayon 
stockings which look well and wear 
well enough to be a satisfactory re- 
placement for silk and nylon hose. They 
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No New Customers 


Bellaire Dealers On Quota Basis 





Belivive 


THE FOOT SLENDERIZING SHOE 


COM FORTABLES 





a HABIT-FORMING desire of 


today’s women to “Keep Their Feet” in basic type, 
cushion-comfort shoes has created a demand for Bellaire 
Shoes which is without precedent. 
for all Bellaire dealers, we have established “dealer 
quotas” the limits of which are measured only by require- 


To provide fairly 


the war effort. We regret that we cannot 


a accept orders from retailers who are not Bellaire Dealers 
of record. We hope that retailers everywhere who want the 
Bellaire Franchise today, will accept our earnest assur- 
ance of welcome when we can do so without restriction. * 
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have aided in conservation by teaching 
the consumer how to wash these stock- 
ings in order to get the best possible 
wear. 

This quality group is also register- 
ing a protest against the injustice of 
this Order to 50,000 small retailers 
who, they say, have depended on trade- 
marks and historic price lines of 
branded hosiery as the bulwark of their 
defense against chain store competition. 
Finally, these manufacturers consider 
that this Order deserves careful study 
by all American businesses who owe 
their progress and high standards of 
production to a small nucleus of quality 
manufacturers, in view of the statement 
of Prentiss Brown, Administrator of 
OPA, that this hosiery Order is a “pat- 
tern and a blueprint.” 


Meet with OPA Officials 


In Detroit 


WASHINGTON, D. C.—A _ conference 
between OPA officials and Michigan 
shoe retailers was held May 26th, when 
W. W. Stephenson, Rationing Execu- 
tive, Footwear Division, OPA, discussed 
with Michigan shoe men the latest gov- 
ernment rulings affecting the nation’s 
shoe industry. Harold R. Quimby of 
OPA accompanied Mr. Stephenson. 

I. J. Burt, Regional Rationing Of- 
ficer of Cleveland, and John Scott 
Black, OPA director in Detroit, joined 
the Washington officials. 




















HELP WANTED 


WANTED TO PURCHASE 





A TTENTION, RETAIL SHOE SALES 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. bility to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave- 
nue, Danville, Illinois. 





HOE SALESMAN. THE SCHOLL MFG. 

CO., INC., world’s largest makers of Foot 
Aids, offers exceptional opportunity for a man 
draft exempt, seeking permanent position. Shoe 
sales experience necessary; good salary while 
in training; broad opportunity for advancement; 
vacations with pay; group insurance. Good 
character and reference required. Write O. R. 
Forberg, 213 W. Schiller St., Chicaco, Il. 





SSISTANT WANTED —experienced shoe- 

man, 40-45 or draft deferred, who is look 
ing for something more than just a job. A 
worth-while proposition for the right man. 
Must be a gentile, really know the shoe busi- 
ness, and be interested in a permanent con- 
nection. Successful family store in suburban 
Pittsburgh. A. E. Miller, Sewickley, Pa. 





ALESMAN WANTED: Shoe Salesman for 

Children’s Department; experienced man 
capable of handling better clientele. Steady 
position; advancement; $45. WUENSCH 
SURGICAL COMPANY, 33 Halstead Street, 
East Orange, N. J. 





EWING MACHINE OPERATORS: Puri- 

tan and Union Lock Stitch. Those in De- 
fense work need not apply. Steady work. 
SPORT PRODUCTS, INC., CINCINNATI, 
OHIO. 


POSITION WANTED 


ANTED IN CHICAGO AREA a Shoe 

connection with a possible future. Forty; 
draft exempt; solid background; now managing, 
buying general shoe store medium grades. 
Minimum $3,000 or bonus arrangement. Con- 
fidential. Address #785, care Boot & Shoe 
Recorder, 209 South State Street, Chicazo, Ill. 


FOR RENT 


HOE DEPARTMENT IN SMART SPE- 

CIALTY SHOP, City of 18,000—100 miles 
from Washington and Baltimore; Gold Cross 
and Rhythm Step agencies; over $27,000 volume 
last year, and increasing. Net $7,000. Gov- 
ernment building PERMANENT hospital. Not 
necessary to buy present stock. Unusual op- 
portunity. Address Box 773, Boot and Shoe 
Recorder, 100 East 42nd Street, New York City. 

















WANTED TO PURCHASE 








SELL US 


FOR CASH 
AND RATION CURRENCY 
YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE . . WE can give as reference 


any of the 15 leading St. Louis factories 


M. K. WEIL SHOE Co. 


1326 Washington Ave., St. Louis 





ANTED: Shoe Store, by individual. Middle 
Chicago area. Cash Address 
, care Boot & Shoe Recorder, 209 South 


Chicago, Il. 





SURPLUS AND COMPLETE STOCKS 
OF BETTER GRA 


SHORT LEASES ASSUMED 
YOUR NAME AND BRAND PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs’’ 
898 READE STREET 
Phone BARCLAY 7-7887 New York City 





DE 's 
ND RATION CURRENCY 

















FOR SALE 











FOR SALE 
REBUILT X-RAY SHOE FITTERS 


A few 1936 Standard Mode! Adrian 
X-Ray Shoe Fitters, reconditioned and 
refinished. New Tube and modern "B" 
Screen. New machine guarantee. Rea- 


sonably priced; liberal installment terms 
if desired. 


An X-Ray replaces lost sales help, speeds 
training of inexperienced help, insures 
better fitting of rationed shoes. 


Address 783, BOOT & SHOE RECORDER 
239 W. 39th Street, New York, N. Y. 





WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


St Philadelphia, Poa 
Phone MARket 1666 














SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 

108-110 Duane Street, New York 

Phone: WOrth 2-5377 and 5378 and 5379 














OR SALE: One Fluoroscope X-Ray Shoe 
Fitting Machine; also other shoe store equip- 
ment. Address #786, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 


x. ¥. 





OR SALE: Ladies’ Better Grade Shoe De- 

partment in progressive Department Store in 
Eastern North Carolina; volume $40,000, an- 
nuaily. Percentage lease and guaranteed charge 
accounts. For occupancy August Ist. Only 
highest type operator need apply. Owner being 
drafted. Address #784, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
N. Y. 





AMILY SHOE STORE FOR SALE in 

New York City, carrying Nationally adver- 
tised Drands. Owner selling due to illness. 
Address #788, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y 


WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 














SHOE STORES WANTED 


FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 

















CLASSIFIED ADVERTISING RATES 


The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Mini- 
mum charge, $1.25. When a box number is desired twelve words should be added for the address. In all 
other cases each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


eS Advertisements for this page must be in our New York Office 10 days preceding publication date. > 
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Children’s Fall Styles 
Are Adaptable 


[CONTINUED FROM PAGE 67] 


shoes on rope soles) makes it a good 
shoe to carry in stock. 

On the dressy side, the picture has 
not changed radically. With a few ex- 
ceptions, such as the absence of leather 
bows, the dressy types for youngsters 
are substantially the same as they were 
previous to M-217. One straps are ap- 
pearing (in button and fabric bow ver- 
sions where no metal buckles are avail- 
able); the little bow pump now sports a 
bow of grosgrain or some other fabric 
(incidentally, these flat bow pumps are 
exceptionally smart and have always 
held a favored place in the hearts of 
young girls). Stepins are still in manu- 
facturers’ lines, usually with gabardine 
inserts to assure good fit. Front straps 
are present in some lines, and ankle 
straps in others. 

As far as materials and colors are 
concerned, the picture is considerably 
simplified. Elk is one of the primary 
leathers for children’s shoes; it has 
always been a leader in this field. There 
are some calfskin shoes available, usu- 
ally in the better grades. Colors, for 
sport types, are the two permitted 
browns—Army russet and Town Brown. 
For dressy wear, patent leather is pres- 
ent in all lines. 

It would seem, therefore, that, de- 
spite restrictions imposed by govern- 
ment agencies and scarcities of certain 
materials, the children’s shoe manu- 
facturers have again provided shoes 
which have sufficient interest to assure 
their rating a ration coupon. True, one 
pair may have to appear on various 
oceasions, but the styles which are be- 
ing shown are adaptable enough to ac- 
complish this function; the shoes which 
you'll sell for Fall will be capable of 
going well with more than one cos- 
tume—and so long as they fit well, look 
well and give reasonable service, you 
need have no fears. 





Sees Need of 
Leather Promotion 
[CONTINUED FROM PAGE 82] 


Some tanners seem to visualize large 
advertising campaigns designed to urge 
consumers to wear leather in prefer- 
ence to some other material. This is 
only one of the many types of promo- 
tional work, and it may be entirely un- 
suited to our needs. Perhaps the best 
channel for our efforts will simply be 
an improvement of our product. What 
We shall need to do in the postwar 
period is to cultivate a different ap- 
Proach and attitude to this problem. 
We cannot say now what we should do 
but we can at least have a willingness 
to find out whether we should have a 
definite planned program for informing 
the public of the merits of our product 
in the postwar era. 

“One of the obstacles to the adoption 
of this attitude is the theory that all 
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SOLID Comfort 


Etonic Arch “AIMED-RIFLE-FIRE” SOLID COMFORT 


Advertising is aimed where it counts—where Etonics 


are retailed . . 


FRANCHISE 
AVAILABLE 
N CERTAIN 
LOCALITIES 


LOCAL NEWSPAPER ADVERTISING . 
ALIZED CONSUMER DIRECT-MAIL . . 
WINDOW DISPLAY and BACKGROUND SERVICE. 


ALL STYLES IN-STOCK—Some Styles 5 to 18 


LOCAL RADIO PROGRAMS ... 
. INDIVIDU- 
COMPLETE 


ee 


MADE IN THE BOOTSHOP OF C. A. EATON COMPANY, BROCKTON, MASS.—CUSTOM BOOTMAKERS SINCE 1876 


hides will be tanned in any event at 
some price and why do anything to 
maintain demand for leather. In one 
sense this is perhaps the basic economic 
advantage of the leather industry. Yet 
it is only a half truth. It makes a great 
difference to tanners whether hides and 
skins are tanned at a profit or at a loss. 
If, for example, we were to tan all the 
hides available in this country without 
resorting to imports, we would require 
about a half of our present tanning 
capacity. I doubt very much if our 
operations would be profitable on that 
basis. There is, in other words, with 
present plant capacity, a reasonable 
level of operations below which we can- 





not expect to operate profitably. It 
seems to me this must be kept in mind 
by those who say we shall tan all the 
hides that are available.” 





Syracuse Meeting Off 


SCHENECTADY, N. Y.—Because of the 
gasoline situation, Chairman Jesse L. 
Patton, of the Board of Directors of 
the New York State Shoe Retailers 
Association, has called off the meeting 
of the Board which was scheduled to 
be held in Syracuse, June 20. Items of 
business which were to have been con- 
sidered will be referred to the Execu- 
tive Council of the association. 








EVERYONE 
Selling 
Children’s Shoes- 


Should Read 
Chis BOOK! 


Every new comer to the chil- 
dren’s shoe business — and 
every old-timer, too — will find 
helpful hints in this booklet 
, on the fitting of children’s 
hi shoes. This book has been pre- 
a pared by us asa helpful service 
il to the dealer and his sales peo- 
iT ple. Send for as many copies 
r as you can reasonably use. Dis- 
tribute one to each of your 
sales people. No cost or obli- 
' gation. Write us today. 











“From Cradle to College Days” 


i Dr. A. POSNER SHORS, Inc. 


. 
! 137 DUANE STREET + NEW YORK 
Factory: Allentown, Pa. 
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TO ADVERTISERS 


ALLIED KID COMPANY, New York, Boston, Philadelphia 
ARNOFF SHOE CO., INC., New York City 

AVON SOLE COMPANY, Avon, Mass. 

BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Pa. _.. 

BECKWITH MFG. CO., Dover, N. H. 

BELLAIRE SHOE COMPANY, Portland, Me. 
BRANNOCK DEVICE CO., Syracuse, N. Y. 

CADIE CHEMICAL PRODUCTS, INC., New York City 
CAMBRIDGE RUBBER CO., Cambridge, Mass. 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 
COMPO SHOE MACHINERY CORP., Boston, Mass. 
COON, W. B., CO., Rochester, N. Y. 
CRADDOCK-TERRY CO., Lynchburg, Va. 

DEWEY & ALMY CHEMICAL CO., Cambridge, Mass. 
DOUGLAS, W. L., SHOE CO., Brockton, Mass. 
EATON, C. A., CO., Brockton, Mass. 
ENDICOTT-JOHNSON SHOE CORP., Endicott, N. Y. 
EVANS, JOHN R., & CO., Camden, N. J. 

GALLUN, A. F., & SONS CORP., Milwaukee, Wis. 
GERBERICH-PAYNE SHOE CO., Mount Joy, Pa. 
GOODWILL SHOE CO., Holliston, Mass. 
GOODYEAR TIRE & RUBBER CO., Akron, O. 
GUTMANN & COMPANY, Chicago, Ill. 

HALE, ALFRED, RUBBER CO., No. Quincy, Mass. 
HOOD RUBBER CC., INC., Watertown, Mass. 
HOTEL LENNOX, St. Louis, Mo. . 

HUBSCHMAN, E., & SONS, INC., Philadelphia, Pa. 
JARMAN SHOE COMPANY, Nashville, Tenn. 
KEITH, GEORGE E., CO., Brockton, Mass. 
KIRSCH-BLACHER CO., INC., New York City 
KISTLER LEATHER CO., Boston, Mass. .. 
KRIPPENDORF-DITTMANN CO., THE, Cincinnati, O. 
LEVOR, G., & CO., INC., New York City 

MARTIN DENNIS CO., Newark, N. J. 

MILLER, O. A., TREEING MACHINE CO., Plymouth, N. H. 
MILLER, I., & SONS, INC., Long Island City, N. Y. 
MRS. DAYS IDEAL BABY SHOE CO., Danvers, Mass. 
MUSEBECK SHOE COMPANY, Danville, Ill. 

OHIO LEATHER COMPANY, Girard, O. 

PETERS SHOE COMPANY, St. Louis, Mo. 
PLI-MODE SHOE CO.., Everett, Mass. 

POSNER, DR. A., SHOES, INC., New York City 
RICHLAND SHOE COMPANY, Nashville, Tenn. 
ROBERTS, JOHNSON & RAND, St. Louis, Mo. 
RUBIN, IRVIN, New York City 

SATURDAY EVENING POST, Philadelphia, Pa. 
SCHOLL MFG. CO., THE, Chicago, Ill. 

SELBY SHOE CO., THE, Portsmouth, O. 

SUPERIOR SHOE CO., Chicago, Ill. 

SURPASS LEATHER CO.., Philadelphia, Pa. 
TRIMFOOT COMPANY, Farmington, Mo. 

TROSTEL, ALBERT, & SONS CO., Milwaukee, Wis. 
TWEEDIE FOOTWEAR CORP., Jefferson City, Mo. 
UNITED LAST COMPANY, Boston, Mass. ... 
UNITED SHOE MACHINERY CORP., Boston, Mass. 
UNITED STATES RUBBER CO., INC., New York City 
VITALITY SHOE COMPANY, St. Louis, Mo. ........ 
WEIL, M. K., SHOE CO., St. Louis, Mo. .....P. ne 
WEYENBERG SHOE MFG. CO., Milwaukee, Wis. 
WINTHROP SHOE COMPANY, St. Louis, Mo. .. 
WRIGHT, E. T., & CO., INC., Rockland, Mass........ 
X-RAY SHOE FITTER CO., INC., Milwaukee, Wis. 
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